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ANCHOR BRAND 
Clothes Wringers 
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BRAND 


L.M.CO. 

ERIE. PA 
NCHOR Brand Clothes 
Wringers are made by 
the largest manufacturers of 
clothes wringers in the world 








| COVELL was the first patentee and manufacturer 
of a satisfactory Ball Bearing Wringer. Lovell 
ball bearing wringers are now the most perfect and 
smoothest running on the market. Lovell introduced 
the Safety Cog Wheel Shield and improved the 
rubber rolls so they would contain the desired elas- 
ticity with the best wearing qualities. 


So you can't go wrong when you sell Anchor Brand 
Clothes Wringers to your friends. Other makes have 
good features—but see if Lovell hasn't got them, if 
Lovell didn’t have them first, and you'll also see that 
Lovell Anchor Brand Clothes Wringers have other 
special features which put them in a distinctively in- 
dividual high quality class. We specialize on satis- 
faction—Lovell Anchor Brand Clothes Wringers are 
guaranteed and they can be had in many sizes, types 
and finishes. Put them in stock now and attach them 
to your washing machines. Let us have your name 
and address so we will be sure to send you our latest 


price list and illustrated catalog. 


Lovell Manufacturing Company 


Erie, Pa. 
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low. 


As this warmed air begins 


along the smooth side of the 
firebox, with nothing to re- 
tard its 
absence of top surface pre- 
vents any “pocket” in warm [to 
air 
air can collect. 
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FarQuar Firebox W 


—and Why 


The only way to keep air fresh is to keep 
it moving. 

Any obstruction merely retards the 
movement of the air and contributes that 
much toward stagnation—over-heating, 
etc. 

When the cold air enters the large, 
roomy air chamber of 

SHE 


VENTILATING 


‘HEATING AND 
SYSTEM 


it settles directly against the lower surface of the 
elliptically shaped firebox, as shown in diagram cut be- 
This part of the firebox is warmed by the ex- 
traction of the heat units from ash pan and smoke 
passage, hence begins to gently warm the fresh air 
which comes in contact with it. 


Instead it  fioods 
warm air pipe, and 
into the rooms in a 
volume gently warmed anc 


rise, it passes upward 


movement. The 


keep the 
comfortable temperature it 
all kinds of weather. 


bonnet in which “dead” 
That is why FarQuar Heated Homes are al- 
ways refreshingly comfortable. The air is 
never devitalized and lifeless from over-heat- 
ing. Instead it is pure, fresh and energizing. 
Our booklet, ‘‘The Science of House- 
heating,’’ tells an intensely interesting 


story about the healthful heating of 
homes. Write for free copy. 


The Farquhar Furnace Co. 


206 FarQuar Bldg. 
Wilmington, Ohio 
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each 
passes 
large 


moving at sufficient velocity 
rooms at a 


Drawing of a piece cut 
from a FarQuar firebox to 
show the actual thickness 
of the steel used, also the 
perfect, seamless weld pro- 
duced by our patented 
lectrical process. 
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Dealers Wanted 


_ Thousands are becoming 
interested in better methods 
of house heating Sales rep- 
resentatives are wanted in 
every locality to take care 
of these new customers. An 
unusual opportunity with 
rare ge possibilities is 
open to the right parties. 
Write for details. . 
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WHAT IS THE PUBLIC SERVICE FEATURE OF YOUR 
BUSINESS? 


Although Richard H. Waldo was talking to 
students of a school of journalism when he 
made the following statement, his remark fits 
everyone who is engaged in merchandising— 
and especially in the retailing of such articles 
as are classed as hardware: 

“Study your business. If it has a public 
service feature, improve that feature suffi- 
ciently and publicity will flow to vou as water 
flows down hill. If it has no such feature 
prepare to get out of that business or at least 
to keep your children out. 

“The business which does not justify pub- 
licity today has small chance of being toler- 
ated at all tomorrow. But private profit may 
be drawn within moderation for many a long 
year to come from any business by which the 
public is truly served. So there’s a definition; 
where your service is there will your pub- 
licity be also. You can check that and it will 
never fail you.” 

If you sell kitchen ranges, it is your duty to 
sell the sort of ranges which will render the 
best possible service for the money that the 
purchaser can spend. 

If you sell hammers, saws, planes or other 
tools, sell the kind that you are convinced will 
render the sort of service that the customer 
has a right to expect for the price he pays, and 
see that he thoroughly understands what he 
has a right to expect, and that he knows how 
to use the tool in the proper manner. 

Tt is in this particular respect that the serv- 


ice feature becomes most prominent—and it 
is also by rendering this sort of service that 
the hardware merchant serves himself best. 

For example, in buying a kitchen range, the 
chief question in the purchaser’s mind is— 
how well will it roast or bake; next to that— 
will it burn much or little fuel; and third— 
what is the price. 

The third question is put third because the 
relative value can only be determined when 
the two other questions are answered. No 
matter how low the price may be, that point is 
of little importance if the oven does not oper- 
ate properly, or if the range is a fuel waster. 

So the merchant selects a range for his 
stock which he feels sure will bake and roast 
satisfactorily, which will be economical in fuel 
consumption and which will “stand up’”—in 
other words, render satisfactory service. 

But in order to make certain that the range 
will actually perform according to promise, 
he “demonstrates” it. He shows how it must 
be fired; how the oven should be heated for 
the various kinds of food; he sets it up. 

And if the'range should happen to work un- 
satisfactorily he “makes it right”’—he may 
have to take the range back and install an- 
but he “makes it right,” at all costs. 





other 

All of this is a public service—and who shall 
say that the hardware merchant who per- 
forms such a service for his customers does 
not reap very substantial benefits? 
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Random Notes and Sketches. 


By Sidney Arnold 

















ILBERT MOORE of the 

Michigan Stove Company, 
Detroit, Michigan, is always very 
careful to make his customers un- 
derstand every word which he uses 
in connection with his sales. 

He says that language is chang- 
ing very fast nowadays because of 
the many new inventions. 

To illustrate he quotes this ex- 
ample: 

“And so,” concluded the Sunday 
School teacher, “Adam and Eve 
were driven from the Garden of 
Eden.” 

“Couldn’t Adam drive his own 
car?” queried the pupil whose dad 
owned a Rolled Rice. 

od bo K 

Here is ample material for a 
healthy laugh sent me by Leon D. 
Nish, secretary Illinois Retail Hard- 
ware Association: 

A man lay in bed while a mid- 
night burglar broke into his house; 
watched him while he ransacked the 
place and then allowed him to de- 
part without raising a hand to stop 
him. Even when a policeman ar- 
rested the intruder outside he 
seemed reluctant to make any ac- 
cusation. 

“What's the matter?” asked the 
cop. “Don’t you want to see this 
guy go to jail?” 

“Well,” confessed the household- 
er, “I wanted to see how he man- 
aged to get in so late without a key 
and without waking up the wife 
and when he managed it I sort of 
figured he was entitled to get away 
with something.” 

7K * * 

I am indebted to A. F. Frazee, 
secretary and advertising manager 
Rudy Furnace Company, Dowagiac, 
Michigan, for this clipping: 

A teacher was trying to convey 
the idea to her class of the power 
of physical beauty to inspire beau- 
tiful thoughts. Six-year-old Lotty 
couldn’t seem to understand it. 


, 


“Here’s an example, Lotty,” ex- 





plained the teacher. “Suppose your 
mother should fill a vase with some 
lovely flowers and put them in the 
center of the dining room table. 
What would your father say?” 

“Oh, I know, teacher,” exclaimed 
Lotty brightly. ““He’d say, ‘Whatt- 
nell them dam weeds doin’ there?’ ” 

3S x aS 

\We were talking about thrift and 
my iriend, Louis Kuehn, president 
and treasurer Milwaukee Corrugat- 
ing Company, Milwaukee, Wiscon- 
sin, related the following case of 
thrift carried to extremes: 

Bill Thorndyke was known far 
and wide for his economical habits, 
and gloried in them. 

“T'll bet, Bill,” remarked an ac- 
quaintance, “that you didn’t even 
spend money to buy your wife a 
birthday present this year.” 

“Well, yes,” admitted Thorndyke 
regretfully. ‘I weakened a little 
when her birthday come around. I 
went and spent two dollars puttin’ 
an ad in the paper that she takes in 
sewin’.” 

* K * 

The height of optimism is reached 
in the subjoined narrative, quoted 
by E. B. Langenberg of Haynes- 
Langenberg Manufacturing Com- 
pany, St. Louis, Missouri: 

“Ya-as,” drawled the old-time 
resident of Shoal Flats, Missis- 
sippi, to a traveling salesman. “I 
reckon most of our people are pretty 
contented and optimistic-like. Now, 
there’s Jeff Boggs. A year ago 
Jeff’s legs was run over by a steam 
roller and when they was takin’ him 
to a hospital he yawns and says: 
‘Oh, well,’ he says, ‘I guess my 
pants needed pressin’ pretty bad 
anyhow.’ ” 

ok aS 

A lot of earnest folks are still 
looking forward to the perfect day 
cof the millennium, says George 
Harms of F. Meyer & brother 
Company, Peoria, Illinois. 

The other day he met an old 





























AND HARDWARE 








June 3, 1922 


RECORD 





farmer who believes that the mil- 
lennium has come and gone. 
“Some folks are lookin’ forward 
millennium,” said the old 
farmer. “They'd oughter look back 
to the time when a woman was glad 
to stand behind her husband’s chair 
to be photographed and realize that 
beén—and 


to a 


the millennium has 
went!” 


My friend Martin Engelhart, 
Chicago hardware dealer, sent me 
this tale: 

On the complaint of a farmer, old 
Ephraim had been haled inte court 
charged with chicken shooting. 
His lawyer had made a fairly good 
case for him and for a clincher had 
the plaintiff recalled, hoping to 
make him contradict his own testi- 
mony. 


“See here,” he said, scowling 
savagely, “will you swear that it 
was Ephraim who shot your chick- 
en?” 

“Wal,” said the farmer mildly, 
“f{ won’t swear to it, but [ suspect 
him.” 

“That’s not enough to convict a 


man. What makes you suspect 


him?” 

“Wal, I saw him in the chicken 
yard with a gun, then I heard the 
gun go off, and then I saw him put- 
ting the chicken into a bag—and 
it didn’t somehow seem sensible to 
figger the bird committed suicide.” 

Tomorrow. 


Mebbe Today things do look kind o 
blue, 
Mebbe there’s reason for cryin’; 
P’raps you’ve got cause for the grousin’ 
you do, 
P’raps there’s excuse for your sighin’. 
But, buddy, Today’s just a flash on the 
screen, 
So don’t look for troubles to borrow, 
But pack up your woes in your kit bag, 
and say, 
“Well—things will be better tomor- 
row!” 


Mebbe the world is an unrestful place, 
Tired and war-worn and scrappy; 
Mebbe it’s hard to get used to the pace, 
Sometimes it’s hard to be happy. 
But, buddy, there’s silver behind every 

cloud 
And smiles made to chase away sor- 
row, 
So buck up and grin at your troubles, 
and say, 
“Well—things will be better tomor- 
row !” ' 
—Louis Howard in American Legion 
Weekly. 
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Emphasizes the Helpfulness of a Good Illustration 


in Giving Selling Power to a Stove Advertisement. 


Swanger G McClain of Marion, Indiana, Use Pictures to Gainful 
Effect in Their Advertisement of a Trade-Marked Kitchen Range. 


WV" THINK in pictures. In 
fact, our alphabet is nothing 
less than a refinement of the prim- 
itive alphabet which was made up 
of pictures. 

The original letter ‘‘a” or “alpha” 
was a crude outline of an ox’s head. 
In the oriental, alpha or aleph still 
means Ox. 

Although we have made great in- 
tellectual advancement so that we 
are able to think in letters and 
words, still at the basis of all our 
thinking is the image or picture of 
the thing. 

Of course, all this is very elemen- 
tal—but it needs to be repeated. 

The basis of every success is very 
simple ; and the basis of success in 
selling stoves is likewise extremely 
not a bit obscure or com- 





simple 
plicated. 

To sell stoves you must let peo- 
ple see the stove or get them to 
come to your store where the stoves 
are, by means of advertisements 
which give them a fairly clear im- 
age of what they may expect to see 
when they come to your store. 

An excellent application of these 
primary principles is exemplified in 
the advertisement of Swanger and 
McClain, herewith reproduced from 
the Marion Leader-Tribune, Mar- 
ion, Indiana. 

To test out the value of this ad- 
vertisement, place your fingers 
over the picture in the advertise- 
ment and read merely the wording. 

You will find that it is well- 
worded and that the text—apart 
from the somewhat enthusiastic and 
inadvisable use of superlatives—is 
sincere and persuasive. 

Having read the verbal part of 
the advertisement, remove your fin- 
gers from the illustration. 

Then hold the advertisement be- 
fore you again and analyze your 
impressions. 

You will find the illustration is 


the chief 
attention. 
Not only do you perceive that it 


factor in attracting vour 


is a stove, but almost at first glance 
you see that it is an unusually at- 
tractive form of a stove. 

The illustration conveys the idea 
of graceful construction and sturdi- 
ly built parts. 

Now, then, read the advertise- 
ment once more with the aid of the 
illustration. 












iS caneennee 





GUARANTEE: 
used it 30 days if vou do not say it is the most wonderful BAKER vou ever 
Isn't this 


saw we will take it back and refund every cent of your money. 


fair enough? 


REPAIRS. 


in 10 minutes. 


SS 
= 


If you are given to close analysis 
of your sensations, you will note 
that as you read the text you glance 
from time to time at the illustra- 
tion to help you in getting at the 
full meaning of the words. 

What increases the persuasion of 
the selling message of this adver- 
tisement is the liberal guarantee in 
which Swanger and McClain say: 

“We will put a ‘Hoosier’ in your 
home and after you have used 


ITS A 





The Most Serviceable 
and Beautiful Range 
Manufactured — 


RANGE TIME IS HERE 


You want the best. 
Why not get a high 
grade Hoosier and-solve 
the question for 20 to 
30 vears? 

HOOSIERS are wonderful 
bakers and take se little fuel to 
run them. 


We will put a Hoosier in your home and after vou have 


Should you need any part in 5 or 10 vears, vou ean get it 


We have all parts in stock. 


We have taken our loss and reduced prices to the lowest possible point. 


SEE US 


vave Swanger & McClain 





North of 


Square 


Advertisement of Swanger and McClain, Featuring Standard Range, Which 
Appeared in Marion Leader-Tribune, Marion, Indiana. 
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thirty days if you do not say it is 
the most wonderful baker you ever 
saw we will take it back and refund 
every cent of your money. Isn't 
this fair enough ?” 

Another feature of excellence in 
this advertisement is the suggestion 
that the particular range shown will 
last for twenty or thirty years. 

These various virtues of the 
Swanger and McClain advertise- 
ment under consideration are ren- 
dered convincing by the fact that 
the advertisement deals with a 
standardized, trade-marked 
and not with some product of un- 
known brand and obscure reputa- 


range 


tion. 

‘ It is no exaggeration to say that 
almost half the work of selling is 
done when the dealer concentrates 
his publicity and salesmanship upon 
a standardized product of known 
reputation and established quality. 





Cooking and Heating Stove 
Is Patented. 

Carl J. Kindbeck, Chicago, Illi- 
nois, has obtained United States 
patent rights under number 1,413.,- 
040, for the cooking and heating 
stove described herewith: 

A stove comprising a fire box; 
a smoke outlet ; an oven; a passage 
leading from said fire box to said 
outlet; a hollow water circulating 
unit defining said fire box and pas- 
sage, the passage defined by said 
unit extending upwardly from said 
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1,413,040, 


fire box, then laterally, then down- 
wardly, then horizontally below 
said fire box and oven; two contin- 
uations of said passage, one lead- 
ing under said oven and the other 
leading past one side of said oven 
and over the same; and means for 
causing the *gases passing through 
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said passage to flow into either one 
or both of said continuations. 





Puts New Line of Kitchenette 
Gas Ranges on the Market. 
Designed to fit in extremely small 
places and especially adapted for 
apartments and small houses, a new 
line of “Economy” kitchenette g@. 
ranges and cookers is being put on 
the market by the Comstock-Castle 





























“Economy” Kitchenette Gas Range. 


Stove Company of Quincy, Illinois. 

The cookers are three and four 
burner models while the kitchenctte 
range is a three burner model. 

In some of the models the broiler 
and baking ovens are combined. 

The kitchenette range is a ‘le- 
luxe model of white enamel, fur- 
nished with a high shelf. 


Patent Rights Are Granted 
for Coal Stove. 


Under number 1,413,344, Lewis 
Moore, Joliet, Illinois, assignor to 
Moore Brothers Company, Joliet. 
Illinois, has obtained United States 
patent rights for the coal stove de- 
picted herewith: 

In a stove, the combination of an 
internal construction providing an 


ashpit, fire box and combustion 


RECORD June 3, 1922 
chamber, and an external open bot- 
tom jacket, said internal construc- 
tion being of circular cross-section 
and said jacket being of rectangular 
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cross-section, said jacket being sup- 
ported from the internal construc- 
tion and at adjacent points of its 
rectangular section with the circular 
section of the internal construction, 
whereby free inlet of air between 
the internal and the 
jacket at the jacket bottom is pro- 
vided. 


construction 





Type Your Name Plainly as 
Supplement to Writing It. 

Unless you sign your name care- 
fully and write a hand that is easily 
read, it is safer and good judgment 
ic have your name typewritten be- 
low your signature to letters. 

Most business people are too busy 
to spend time decoding signatures. 

Probably many of your corre- 
spondents do not know your name 
and initials. 

Save them effort by typing them 
plainly as a supplement to the sig- 
nature. 


You Can Have a Thousand 
Men Working for You. 


“Men of the largest 
power make the most use ot the re- 
sults obtained by other men” said 
a man who had studied the methods 
of successful executives. 

By studying the minds and meth- 
ods of other men in your trade 
journal you can put the brains of 
a hundred or a thousand to work 
for you. 


original 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


The Old Guard Holds the Line 
for High Ideals and Service. 


A minimum of fifteen years of 
experience as traveling hardware 
salesmen in five or more of the 
southern or southwestern states 
argues the possession of certain 
definite qualities of head and heart. 

No man could continue getting 
business in such circumstances un- 
less he were © straightforward, 
broadminded, and fair toward the 
interests of his competitors. 

Having these qualities in com- 
mon as the groundwork for fellow- 
ship of character and occupation, 
a number of hardware salesmen 
came together during the 1908 An- 
nual Convention of the Southern 
Hardware Jobbers’ Association at 
Hot Springs, Arkansas, and organ- 
ized the Old Guard Southern Hard- 
ware Salesmen’s Association. 


The membership is limited to one . 


hundred—tried and true men. 





As expressed in its Constitution; 


the purpose of the Old Guard is to 
foster brotherly comradeship among 
its members and work together for 
the common good. 


Naturally, the cultivation of this 
kindly spirit develops all that is best 
in the men of the Old Guard. The 
adoption and practice of these high 
ideals have a profound influence 
upon their relations, not only with 
one another, but with their custom- 
ers throughout the trade. 

This results in a) general raising 
of the level of ethics among the 
hardware folk of the South. 

Pure air can not give off poison- 
ous vapors any more than true men 
of the Old Guard can work the 
harm of envy, distrust, and decep- 
tion upon the people with whom 
they come in contact. 

In addition to the personal values 
thus coordinated in its powerful fel- 
lowship, the Old Guard performs 
many intimate services for its mem- 


bers in the course of the year. 

Among the heart-warming things 
which the Old Guard does for its 
people is care of the sick among 
its members; burial of the dead 
whenever necessary; erection of a 
suitable memorial after any mem- 
ber of the Old Guard passes away. 
Should any of them be taken sick 
home, the Old 
is well 


while away from 
Guard sees to it that he 
looked after, with medical attend- 
ance and every possible care. When 
death comes $250.00 in cash is sent 
at once to the family so that there 


will be ready money to pay expenses 
which come up at such a time. 
Less tangible perhaps than these 
services, but most helpful, are the 
numerous other manifestations of 
friendship which take expression in 
comfort and sympathy in times of 
sorrow and distress, personal assist- 
tance from man to man in unfore- 
seen emergencies, and countless ex- 
amples of the indomitable optimism 
of the organization by which the 
tonic of good cheer is given in 
moods of depression or discourage- 


ment. 


Emphasize Quality When You Sell Builders’ 
Hardware, Says Nicholas 


Hardware Dealer in Chicago Suburb Has Developed Very 
Successful Business on High Grade Builders’ Hardware 


HE selling of “Builders’ Hard- 

ware” is a somewhat different 
proposition from selling cutlery, or 
kitchen utensils, or other small ar- 
ticles. The great majority of these 
items are usually sold to customers 
who come to the store for the spe- 
cific purpose of purchasing them, 
while a hardware merchant who 
wants to develop and maintain a 
real “Builders’ Hardware” depart- 
ment must “go after” business—lo- 
cate prospects outside of the store 
and by personal work induce them 
to come in. 

Many hardware dealers have the 
notion that there is no money in this 
line—that the effort it takes to pro- 
duce sales is not justified by the 
profit that can be made, but when 
you ask merchants like Louis Hir- 
sig in Madison, Wisconsin, or Ed- 
wards & Chamberlin in Kalamazoo, 
Michigan, or Robert FE. Nicholas 
in Oak Park, Illinois, you will re- 
ceive the answer that they feel well 
repaid for their work, and that the 
“Builders’ Hardware” department 
in their stores is not only profitable 


individually, but also serves as a fine 
developer of business in other lines 
—that a person who buys “Build- 
ers’ Hardware” from them usually 
becomes a regular customer for 
kitchen utensils, ranges, tools, and 
other items that they sell. 

Mr. Nicholas does business in a 
suburb of Chicago which has fast 
transportation into the heart of that 
city every five minutes of the day, 
the trip taking about forty minutes 
from his store, and a large portion 
of the men living in Oak Park are 
“in business” in Chicago. 

Yet, he has built up a hardware 
store which would be a credit to 
the downtown retail district of any 
large city. 

Incidentally, many of his custom- 
crs come from the part of Chicago 
which is adjacent to Oak Park. 
They prefer to buy from the Nich- 
olas Hardware Company rather 
than patronize the downtown de- 
partment stores or even the regular 
hardware stores located near their 
residence or in the central retail dis- 
trict. 
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Getting back to the matter of 
selling ‘Builders’ Hardware,’ the 
Nicholas Hardware Company, ran 
a double page in the weekly maga- 
zine called Oak Leaves on April 
20th, this year, of which the accom- 
panying illustration is a reproduc- 
tion. The space occupied was 10x 
15% inches, almost equivalent to a 
half page in the ordinary newspa- 
per. 


VAK LEAVES 
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ple who are thinking of building or 
of making alterations to their 
homes, that in Oak Park there is a 
store where their wants in “Build- 
crs’. Hardware” can be filled satis- 
factorily—that a sufficiently wide 
assortment is carried in stock to 
suit the various tastes. 

There is, of course, also this point 
tc consider, that an illustration does 
not carry any real information as 


Saturday, April 29, 1922 Saturday, April 24 1922 
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in comparison with the total sum 
spent in constructing the home, but 
that this apparent saving may les- 
sen the satisfaction the owner hoped 
to derive from living in his own 
house—and it certainly will detract 
materially from the price he would 
get if he should want to sell it 
later on. 

“Cheap locks lose thetr good looks 
very quickly—they usually give out 
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GOOD BUILDINGS DESE RVE GOOD HARDWARE] 


When your “Dream of a Home” comes true, build right—build tor durability—build for comfort. The selection of Hardware —- pee to gage and trim your doors, w indows and cabinets 1s a most important one. The cost of 
Good Hardware is trivial—only about two per cent of the cost of your house, and yet can be made to add much to pp 
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Double Page Advertisement of Builders’ Hardware Published Late in April by the Nicholas Hardware Company, Oak Park, 


It will be noted that twenty-nine 
different articles are illustrated and 
described in this advertisement, also 
that no prices are quoted, except in 
two instances. 

This is contrary to the usual pro- 
cedure of the Nicholas Hardware 
Company, for in practically all oth- 
er advertisements the price is made 
prominent—with the proviso, how- 
ever, that only reliable merchandise 
is offered. Mr. Nicholas does not 
believe in buying “junk” just in or- 
der to quote low prices. 

In this case, the explanation is an 
easy one—this particular advertise- 
ment was published to get the fact 
impressed upon the minds of peo- 


Illinois. 


to quality and that, therefore, a 
price quotation does not mean 
much. Even though a trade-mark 
is shown, most manufacturers use 
that simply as a sign that the lock 
or hinge is thoroughly dependable, 


and not necessarily as an indication 


of any specific grade. 

The three lines below the heavy 
type at the top bring out a good 
sales argument—that the total cost 
of all the “Builders’ Hardware” 
averages only about two per cent 
of the entire cost of a well-built 
home—in other words, that the 
small saving which may apparently 
be, made by purchasing low priced 
locks, etc., does not amount to much 


in a short time and are, therefore, 
always more expensive than those 


of good quality,” is one of the best 


selling arguments for “Builders’ 
Hardware,” and Mr. Nicholas 


the quality feature of 


holds high 
his lines. 

The ideal mailing list is in a con- 
tinual state of evolution. It goes 
through a constant process of ad- 
dition and subtraction; new names 
added, dead names removed. 
mailing list suffers from deprecia- 
tion the anything else 
which is in constant use. Ceaseless 
vigil is necessary to keep the struc- 
ture in good repair. 


Same as 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarDWARE RecorD Window Display Competition. 


WINDOW DISPLAY GETS 
HONORABLE MENTION. 


About a week ago the daily news- 
papers carried the story of a young 
couple going into the North Main 
woods without clothing, tools, food, 
or supplies of any sort. 

They are to work their way for- 


natural to human beings as breath- 
ing. 

That is why 
of the imitation human beings class- 


with the exception 
ified nowadays as “lounge lizards” 
and “willy 
sponds instinctively to the sugges- 


boys” —everyone  re- 


tions created by a window display 


TS. 





ARTISAN AND HARDWARE ReEcoRD 
Window Display competition. 

It abounds with suggestions of 
desirable sporting equipment. 

It has enough realism to turn the 
thoughts of the prospective buyer 
in the direction which leads toward 


definite sales. 


spor’ 
ELECTRIC 
SUPP 


<n Ant 


Window Display of Sporting Goods Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE 
Designed and Arranged by Edward Travers for Alex Grant’s Sons, 134 East 


RECORD Window Display Competition. 


ward through these lonely woods 
and get their living as they go. 
Judging from other exploits of 
this kind, they will come forth at 
the end of their experiment fully 
clothed and in robust health. 
Fishing and hunting and all the 
devices of woodcraft are almost as 


Genesee Street, Syracuse, New York. 


ci sporting goods as that shown in 
the accompanying photograph, 
which was designed and arranged 
by Edward Travers for Alex 
Grant’s Sons, 134 East Genesee 
Street, Syracuse, New York. 

This window exhibit was awarded 
AMERICAN 


honorable mention in 


As described by Mr. Edward 
Travers, the background of this 
window display is an oil painting 
which he had prepared for this par- 
ticular purpose. 

In the foreground is real moss, 
sand, and gravel. 

Mr. Travers took a box and some 
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in comparison with the total sum 
spent in constructing the home, but 
that this apparent saving may les- 


to the matter of ple who are thinking of building or 
Hardware,” the of making alterations to their 
homes, that in Oak Park there is a 


Getting back 
selling ‘Builders’ 
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per. not carry any 
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Double Page Advertisement of Builders’ Hardware Published Late in April by the Nicholas Hardware Company, Oak Park, 


It will be noted that twenty-nine 
different articles are illustrated and 
described in this advertisement, also 
that no prices are quoted, except in 
two instances. 

This is contrary to the usual pro- 
cedure of the Nicholas Hardware 
Company, for in practically all oth- 
er advertisements the price is made 
prominent—with the proviso, how- 
ever, that only reliable merchandise 
is offered. Mr. Nicholas does not 
believe in buying “junk” just in or- 
der to quote low prices. 

In this case, the explanation is an 
easy one—this particular advertise- 
ment was published to get the fact 
impressed upon the minds of peo- 


Illinois. 


to quality and that, therefore, a 
price quotation does not mean 
much. Even though a trade-mark 
is shown, most manufacturers use 
that simply as a sign that the lock 
or hinge is thoroughly dependable, 
and not necessarily as an indication 
of any specific grade. 

The three lines below the heavy 
type at the top bring out a good 
sales argument—that the total cost 
of all the “Builders’ Hardware” 
averages only about two per cent 
of the entire cost of a_ well-built 
home—in other words, that the 
small saving which may apparently 
be, made by purchasing low priced 
locks, etc., does not amount to much 


in a short time and are, therefore, 
always more expensive than those 
of good quality,” is one of the best 
selling arguments for “Builders’ 
Hardware,” and Mr. Nicholas 
holds high the quality feature of 


his lines. 


The ideal mailing list is in a con- 
tinual state of evolution. It goes 
through a constant process of ad- 
dition and subtraction; new names 
added, dead names removed. A 
mailing list suffers from deprecia- 
tion the same as anything else 
which is in constant use. Ceaseless 
vigil is necessary to keep the struc- 
ture in good repair. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


WINDOW DISPLAY GETS 
HONORABLE MENTION. 

About a week ago the daily news- 
papers carried the story of a young 
couple going into the North Main 
woods without clothing, tools, food, 
or supplies of any sort. 

They are to work their way for- 


GRANT: 


natural to human beings as breath- 
ing. 

That is why—with the exception 
of the imitation human beings class- 
ified nowadays as “lounge lizards” 
and “willy boys’—everyone re- 
sponds instinctively to the sugges- 
tions created by a window display 


ARTISAN AND HARDWARE RecorD 
Window Display competition. 

It abounds with suggestions of 
desirable sporting equipment. 

It has enough realism to turn the 
thoughts of the prospective buyer 
in the direction which leads toward 
definite sales. 
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Window Display of Sporting Goods Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE 
Designed and Arranged by Edward Travers for Alex Grant’s Sons, 134 East 


RECORD Window Display Competition. 


ward through these lonely woods 
and get their living as they go. 
Judging from other exploits of 
this kind, they will come forth at 
the end of their experiment fully 
clothed and in robust health. 
Fishing and hunting and all the 
devices of woodcraft are almost as 


Genesee Street, Syracuse, New York. 


Ci sporting goods as that shown in 
the accompanying photograph, 
which was designed and arranged 
by Edward Travers for Alex 
Grant’s Sons, 134 East Genesee 
Street, Syracuse, New York. 

This window exhibit was awarded 
AMERICAN 


honorable mention in 


As described by Mr. Edward 
Travers, the background of this 
window display is an oil painting 
which he had prepared for this par- 
ticular purpose. 

In the foreground is real moss, 
sand, and gravel. 

Mr. Travers took a box and some 
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heavy canvas and built up the cen- 
ter to look like a hill of dirt. Then 
he sprinkled sand and moss over 
the top of it. 

The figure of the boy fishing in 
the stream is made up to represent 
a boy scout seated on an old log by 
the fence. 

In order to intensify the realism 
of the scene, the fish line of the boy 
scout is put through the stream in 
the picture. 

The fence in the front of the boy 
scout is made of bark and a gun 
and fish pole are leaning against it. 

Fishing tackle—consisting of fish 
line, reel, bait boxes, hunting 
knives, flies, sportsman’s axe, camp- 
ing outfits, and casting spoons—oc- 
cupies the floor of this remarkably 
good window display. 

It is almost needless to report 
that a considerable increase of sales 
of sporting goods resulted from 
this window. 





Another of the Old Guard Is 
Mustered Out of Service. 

Peace hath its victories no less 
than war. 

Greater than all the triumphs of 
the sword is the achievement of a 
lifetime devoted to the constructive 
service of humanity. 

Such achievement is seldom 
trumpeted in the market places. 
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But it makes music in the hearts 
of friends and its memory is a 
source of power and _ inspiration 
long after the blare of trumpets 
vanishes into the silences. 

Truly this may be said of the 
long, kindly, useful life of John K. 
Wilson, member of the Old Guard 
Southern Hardware Salesmen’s As- 
sociation, who mas mustered out of 
life’s service May 28th, in Balti- 
more, Maryland. 

His passing away is a cause of 
great sorrow to the members of the 
organization of which he was Pres- 
ident for the term of I9II-I9g12. 

By his liberality of thought, fair- 
ness of judgment, and kindness of 
heart, he was one of the chief fac- 
tors in developing the marvelous 
spirit of the Old Guard that has 
been so potent an influence for good 
throughout the hardware trade of 
the South. 

At the time of his demise, he was 
a member of the Advisory Board 
of the Old Guard and his wisdom 
was highly prized by his associates 
in the Board. 

Mr. Wilson was president of the 
firm of J. K. Wilson Company, Bal- 
timore, Maryland, and was one of 
the oldest traveling hardware sales- 
men in America. 

He leaves a widow, two sons and 
three daughters. 
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RECORD June 3, 1922 

His funeral was attended by the 
following members of the Old 
Guard: Major Arthur W. Bond, 
Frank I. Clark, Samuel M. Dell, 
Frank Guildener, George H. Har- 
per, William M. Ives, and H. G. 
Reinicker. 

As a tribute of respect to his 
memory and of honor to the Old 
Guard, a delegation from the South- 
ern Hardware Jobbers’ Association 
took part in the funeral ceremonies. 





Here Are the Seven Secrets 
for Success. 

1. Make up your mind to work 
at something worth while, worthy 
of your best endeavors and work 
hard to attain that something. 


2. The surest way to take 
money is to save money, and to 
work what you save. 

3. Don’t be afraid of long hours 
or constant attention to your task. 

4. Work can be made a joy, 
and economy a pleasure, if you 
combine an object worth while with 
the determined ambition to win. 

5. Work, the product of intense 
interest, becomes a source of real 
gratification, of honest pleasure and 
accomplishment. 

6. Any young man can get rich, 
can succeed in business, if he saves, 
has a definite and honest purpose 
and is so filled with the purpose 
that work ceases to be a hardship 
and becomes a privilege. 

7. Face all your tasks with op- 
timism, the sort of optimism that 
prompts you to make big business 
out of small beginnings. 





Don’t Let Collections Drag. 


Get the money that belongs to 
you. 

Don’t let collections drag beyond 
the term when they fall due. 

The great majority of people are 
willing to pay their debts if you go 
about the collection of them in the 
right way. 

Be firm but courteous, friendly 
but persistent, and you will get the 
money that belongs to you. 





Many a friend in need is allowed 
to remain in that position. 
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A. C. Bartlett Pioneer Hardware 
Man, Passes Away. 


An unusually productive life, re- 
plete with civic as well as industrial 
achievements, came to an end May 
30th with the passing away of 
Adolphus C. Bartlett, pioneer hard- 
ware merchant of Chicago. 


He died in Pasadena, California, 


a 





AMERICAN ARTISAN 


Following the Chicago fire of 
1871 the firm was incorporated un- 
der its present name and grew with- 
in a few years under Mr. Bartlett’s 
leadership to rank among the first 
in the country. He did not, how- 
ever, confine his activities to his 
business alone. 

He had been a director of the 
First National Bank, Northern 
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Adolphus C. Bartlett. 


as a result of a stroke of paralysis 
suffered several weeks ago. 

As president of the wholesale 
hardware firm of Hibbard, Spencer, 
Bartlett & Company, Chicago, IIli- 
nois, he was widely known and re- 
spected in the trade. 

Mr. Bartlett was born at Strat- 
ford, New York, in 1844. He was 
ter. years old when his father died. 
The widow moved with her son to 
Salisbury Center, where Mr. Bart- 
lett went to school until he was 16 
years old. After two years in Clin- 
ton Liberal Institute, a year as a 
school teacher and clerk in a coun- 
try store, he came to Chicago. 

His first position in Chicago was 
as an office boy in the wholesale 
hardware house of Tuttle, Hibbard 
& Company. 

In three years he had worked his 
way into a confidential position. Mr. 
Bartlett continued working for the 
same firm and was a partner in 
seven years. 


Trust Company, Liverpool & Lon- 
don & Globe Insurance Company, a 
member of the Chicago Board of 
Education, trustee of Beloit College 
and of the University of Chicago, 
president of the Home for the 
Friendless, vice-president of the 
Old People’s Home and a director 
of the Art Institute. 


He was a member of various 
clubs, including the Chicago, Union 
League, Commercial, Caxton, Chi- 
Literary, Onwentsia, Quad- 


cago 


rangle and Twentieth Century. 











I Coming Conventions 





American Society of Heating and 
Ventilating Engineers, Semi-Annual 
Meeting, June 5, 6, and 7, 1922, Hotel 
Iroquois, Buffalo, New York, and June 
8, 9, and 10, 1922, Hotel Wolverine, De- 
troit, Michigan. C. W. Obert, Secre- 
tary, 29 West Thirty-ninth Street, New 
York City. 

Metal Branch National Hardware As- 
sociation, Hotel Statler, Cleveland, Ohio, 
June 9 and 10, 1922. W. H. Donlevy, 
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Chairman, 1012-14 Cherry Street, Phil- 
adelphia, Pennsylvania. 


Associated Advertising Clubs of the 
Worid, Milweur<2, Wisconsin, June 11, 
12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
retary, 110 West 40th Street, \ew York 
City. 

National Retail Hardware Associa- 
tion, Chicago, Illinois, June 19, 20, 21, 22 
and 23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 


Master Sheet Metal Contractors’ As- 


sociation of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 


Columbus, Ohio. 


Annual Outing of Michigan Sheet 
Metal and Roofing Contractors’ Associa- 
tion, July 25, 26 and 27, to Grand Rapids, 
Chicago and Milwaukee. Frank E. 
Ederle, secretary, 1121 Franklin street, 
Southeast, Grand Rapids, Michigan. 


Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Lawrence, Erie, 
Pennsylvania, July 27 and 28, 1922. W. 
F. Angermyer, secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 











Retail Hardware Doings 














Illinois. 


The balance of the stock remaining 
on hand at the A. J. Holmes Hardware 
Store, has been sold to the Ed Fisher 
and Company, hardware dealers at Kirk- 
land. 

Indiana. 


Earl Huffman has purchased the 
Deebe Brothers hardware store on West 
Main Street, Portland. 


Iowa. 


Tom Meyers has sold The Rowley 
Hardware Store at Rowley to The 
Eclipse Lumber Company, who carry a 
hardware stock in connection with op- 
erating lumber yards. 

Merle Terhune has sold out his inter- 
estin his hardware store at Exira to his 
former partner, Mr. Carl. 


Minnesota. 


C. M. Serrurier has purchased the 
hardware store and stock at Bemidji, 
formerly owned and conducted by A. 
B. Palmer, from the Marshall-Wells 
Company of Duluth. 


Ohio. 


H. S. Bobo of Jeffersonville has pur- 
chased the Greenfield Hardware and 
Supply Company at Greenfield. 


Tennessee. 


Arthur Brown has _ purchased the 
hardware stock at 227-229 McLemore 
Avenue, Memphis, and has removed it 
to his business place at 70 South Sec- 
ond Street. 

Texas. 


The Orenbaun Hardware Company of 
Hillsboro has been damaged by fire. 
The loss is estimated at $11,000 or $12,- 
000, 


Wisconsin. 

Burr Wright and Louis Roob have 
leased the store building recently va- 
cated by A. C. Quentmeyer and will open 
a first-class hardware store the early 
part of this month. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


In the original the advertisement 
of Dignan and McIntyre occupied 
a space of 4% by 10% inches in the 
Owosso Press, Owosso, Michigan. 

Therefore, all its type was easy 
to read. 

By the simple expedient of list- 
ing the commodities in separate 
boxes, this advertisement produces 
the effect of individualizing each 
article. 


Dignan.& Melntyre 


Hardware---Paints 
DOLLAR DAY THURSDAY 
SOME BIG DAY 


OUR SPECIAL IS AN COMBINATION PLYERS 
ALARM CLOCK That are warranted 


$1.00 50c 


ALUMINUM DISH PAN A — PAIL 


$1 .00 50c 


That's a real Bargain 


ALL COPPER WASH FINISH 
BOILER, At Mixes with water 


$4.25 i — aes 65c 
Wear-Ever 2 quart Pan at .....-...-........ 59¢ 


Large size Dise Wheel 
Ball Bearing Wagon 




















MURESCO WALL 








Quart can 
VARNISH STAIN 














$7.50 $1.00 

nigga | eae 
$3.75 $1.90 

* Somes ry 
75¢ $1.00 








—wWire Screen and Screen Doors— 





| LAWN MOWERS 








Priced from $7.50 up. 
4 Quart 
GLASS CHURN Made of good tin, at 


| EGG POACHERS 


$2.75 75c 


Dignan & Melntyre 


“ALWAYS RELIABLE” 


Paint With B. P. S. Paints and be Satisfied 


PHONE 5 Prompt Delivery Service 113 E, MAIN 














It ‘has the very praiseworthy 
characteristic of price quotations in 
bold figures. 

Especially worthy of note is the 
fact that not a single superlative is 
used throughout the entire adver- 
tisement. 

Although brief, the statements 
are all made in plain phrases with- 
eut any exaggeration. 


With the exception of the inad- 
visable use of the superlative, the 
advertisement of Powers Hardware, 
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OIL COOK STOVES 

THE NEW BOSS 
The latest improved Oil Air burner. 
The most economical and satisfactory 
il burner on the market. This stove 
is built on castors and can be easily 
moved about the kitchen. See it in 
pur window. 


Powers Hardware 
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reproduced herewith from the Atti- 
ca Tribune, Attica, Indiana, is fair- 
iv good. 

The statement that the stove is 
built on casters and can be easily 
moved about the kitchen helps car- 
ry the selling message to the pro- 
spective customer. 

Connecting the newspaper adver- 
tisement with the window display is 
also excellent salesmanship. 

* * * 

In the original, the advertisement 
of Rudolph Heyse Hardware Store 
measured 9 by 6% inches. 

It was, therefore, big enough to 
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stand out strongly from the run of 
advertisements in the Colorado Tel- 
egraph, Colorado Springs, Colora- 
do, in which it appeared. 

The advertisement emphasizes 


tools and puts stress upon buying 
hardware of known quality. 

It is a sort of a general index de- 
signed to create the impression of 
variety and comprehensiveness of 
the stock carried by the store rather 
than to center the notice of the 
reader upon any particular com- 
modity or group of commodities. 

* * x 


Advertising Increases Sales 
and Creates New Business. 


Good advertising creates busi- 
ness. 

The result of present day adver- 
tising has been an increase many 
fold in consumption of advertised 
goods. There is a tendency on the 
part of advertisers who have not 
properly analyzed the problem to 
think of advertising as bringing 
business into the advertiser’s house 
at the expense of some competitor. 

If there were only the present 
total of business to be had, this 
would be the case. The increase in 
the sales of one manufacturer would 
mean a corresponding decrease in 
the business of another. 


But good advertising does mis- 
sionary work in creating new busi- 
ness, 

Advertising can create increased 
use of a product. It increases vol- 
ume of sales and lowers the cost of 


making each sale. 
ok ok bd 


The trouble with most advertis- 
ing is that it isn’t direct enough. 
It is a curious thing that many of 
us when we write become unnat- 
ural in our method and our expres- 
sions. We would not talk to a man 
that way if we had him seated in 
front of us. Then we would act 
natural and tell him our story in 
a plain, simple, direct way, but the 
moment we try to put these same 
thoughts on paper our expression 
becomes stilted—John H. Patter- 
son. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Kentucky Law Discriminates 
Against Warm Air Heater. 


Senate bill No. 76 presented to 
the Kentucky legislature, March 11, 
1922, and passed as a law effective 
June 11th, discriminates against the 
use of a warm air heater in clean- 
ing and dyeing establishments. 

This law is described as “an act 
defining and regulating the business 
of cleaning and dyeing in cities of 
the first and second class, and pro- 
viding for the construction, main- 
tenance, and inspection by the state 
fire marshal of dry cleaning and 
dyeing buildings and_ establish- 
ments, and providing ways and 
means for enforcing this act, and 
penalties for the violation thereof.” 

Section 20 of the law provides 


“that the heating of such buildings 
shall be secured only by the use of 
steam or hot water systems.” 
Manifestly, this 
warm air heater. 
The matter is hereby called to the 
attention of the legislative commit- 
tees of the National Warm Air 
Heating and Ventilating Associa- 
tion, the Western Warm Air Fur- 
nace & Supply Association, and the 
National Association of Sheet Metal 
Contractors. 


excludes the 


Surely, some method of installa- 
tion can be devised which would 
make the warm air heater heating 
system safe to use in dry cleaning 
and dyeing establishments—as it has 
been done for heating garages in 
Minneapolis, Minnesota. 





Estimates Warm Air Heater Efficiency by 
the Coal Value and Consumption per Hour. 


Here Is Concluding Part of Address by V. H. Parks at Meeting 
of the Western Warm Air Furnace and Supply Association. 


(Concluded from May 27th Issue.) 
OW, if we were to re-calculate 
this furnace, using the same 
factors, except the much disputed 
over all efficiency, and use instead 
of 55 per cent, a factor of only 50 
per cent, and 5 pounds of coal per 
hour, our last result would be 1.5 
per cent square inches of pipe area 
for one square inch of grate surface. 
If those who are not so con- 
servative, but have a very exalted 
idea of the over all efficiency of 
their heater, want to use a factor 
of 60 per cent efficiency, and 5 
pounds of coal per hour, the last 
result will be 1.7 square inches of 
pipe area to one square inch of 
grate surface. This may be in- 
creased to 1.8 square inches by 
using a factor of 65 per cent, and 
it can be, and has been demonstrated 
that this efficiency can be attained 
on correct installations. 


There are undoubtedly instances 
where the efficiency of a Hot Air 
Furnace is very low, but those cases 
positively can not be considered in 
a correct method of rating. 

It is also out of the question to 
allow a correct furnace rating to 
be used, if room requirements or 
heat losses are so grossly ignored 
that eight-inch pipes are used where 
ten-inch should be. 

It is impossible to guarantee a 
correct furnace rating to a builder 
who will substitute two eight-inch 
pipes in place of a sixteen-inch, be- 
cause two times eight equals six- 
teen. 

The idea that the correct rating 
of furnaces is a step forward, is 
to me rather an erroneous concep- 
tion. The correct rating of fur- 
naces is a foundation stone from 
which we can step further; it is 
the foundation on which can be 


builded the greatest and most sub- 
stantial, the most necessary and vi- 
tally important of all the branches 
of the heating business, and that is 
the heating of the homes, and the 
small auditoriums and _= schools, 
where the foundations of health are 
either firmly established or ruined. 

The simple calculations we have 
discussed are most easily applied 
to furnace estimating, as it is only 
a very few minutes’ work to extend 
the heat loss in heat units after the 
glass and wall and cubic contents 
have been estimated. 

One letter-size page will show all 
the necessary pipe ratings, in heat 
units as easily as in square inches 
of area, and also the ratings of two 
or three lines of furnaces in all their 
sizes, 

It is a most simple matter to ob- 
tain the correct pipe area that cor- 
responds exactly to the heat losses, 
and when this is done, we have the 
same simple rule that I have men- 
tioned, except that the percentages 
are different. They should be as 
follows: 

Glass 6414%; Wall 171%4%; Cu- 
bic Contents 1.1%. 

If these percentages are applied 
to the house on our chart we have: 

Sq. in. 

Glass 208 sq. ft.@63.4%=—188 

Ex. Walls 1707 sq. ft.@17.5%==298 

Cubic Con- 

tents 12279 cu. ft.@ 1.1%==135 

Total required pipe area 621 

which varies only from the original 
by the coarser use of fractions. 

It is necessary to eliminate en- 
tirely three commonly found fac- 
tors to obtain the best, or even 
passable results, and they are: The 
international over-rating of fur- 
naces; the man who maintains that 
his vast experience makes it pos- 
sible for him to guess correctly; 
and above all, the man who is so 
far below normal that he will be- 
little his own business to the extent 
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of taking out his note book, or a 
piece of board, and after having 
made a few scratches, will quote 
on a furnace job in such an off- 
hand manner that no_ intelligent 
buyer could help thinking that the 
warm air furnace business is akin 
to the art of selling crackers and 
cheese. 

We should at least reach out for 
the better and bigger class of work, 
and do our part toward building up 
Warm Air Furnace Heating by the 
use of standardized and correct 
methods of rating, and selling, and 
installing furnaces. 





Williamson Heater Company 
Publishes Helpful Booklet. 


In a new “Information Booklet” 
which has recently been compiled 
by the Williamson Heater Com- 
pany, Cincinnati, Ohio, the installer 
of warm air furnaces will find a 
great deal of very useful informa- 
tien as to sizes of pipes, registers, 
location of furnace, etc. 

The following chart on sizes of 
pipes for rooms of various dimen- 
sions will be found helpful; it is 
assumed that rooms are exposed 
only on two sides, that ceilings are 
not over ten feet and that the tem- 
perature is to be raised 70 degrees 
Fahrenheit from zero. 


First Second 
Width—Length Floor Floor 
Inches Inches 

8x 8to 12 8 8 
8 x 13 to 16 9 8 
gx 8toi2 8 8 
9 x 13 to 16 9 8 
Qo x 17 to 18 10 9 
10 x Io to II 8 8 
IO x 12 to 15 9 8 
iO x 16 to 20 10 9 
1I x II to 14 9 8 
II x 15 to 19 10 9 
II x 20 to 22 12 10 
12 x 12 to 13 9 8 
i2 x 14 to 18 10 9 
1z x 19 to 24 12 10 
13 x 13 to 17 10 9 
13 x 18 to 25 12 IO" 
12 x 26 to 30 14 I2 
I4 x 14 to 16 10 

14 x 17 to 24 12 10 
i4 X 25 to 30 14 I2 


15 x 15 10 9 


For larger rooms, with ceilings 
not over twelve feet, the following 
sizes apply: 


First Second 
Width—Length Floor Floor 

Inches Inches 
15 x 16 to 23 12 10 
i5 xX 24 to 30 14 12 
16 x 16 to 22 * 32 10 
16 x 23 to 30 14 12 
I7 x 17 to 21 I2 10 
17 x 22 to 30 14 12 
18 x 18 to 20 I2 10 
i8 x 21 to 30 14 12 
19 x 19 I2 10 
19 x 20 to 30 14 I2 
20 X 20 to 30 14 12 


The following explanation is 
inade by the Company of their chart 
of sizes: 

“This Chart is based on average 
exposure such as encountered in 
residence heating. 
ure may be assumed to be two ex- 
posed walls with the ordinary win- 
If three sides are 


Average expos- 


dows and doors. 
exposed, it is best to use the next 
larger size pipe to insure good re- 
sults. If the cellar run from fur- 
nace to register will exceed 16 feet 
or 18 feet in length, it is good policy 
to use the next larger pipe. Favor 
the coldest side of the house, as- 
suming this to be under normal con- 
the north or northwest. 
Giass surface represents the great- 


ditions 


est exposure, and it has been our 
policy not to guarantee heating 
glass-enclosed porches or sun-par- 
lors. The best we can do is to use 
a pipe one or two sizes larger than 
required under average exposure. 


It would be ideal if all warm air 
pipes could be taken off the furnace 
of the same size and length. This 
happens very rarely, because of the 
difference in the heating require- 
iments of the rooms. It would be 
plainly impracticable to install the 
same size pipe to a 18 x 20 living 
room that would be installed to an 
8 x 10 bathroom. The living room 
requires the limit of a 12-inch pipe 
—it would be better to use a 14-inch 
pipe. The bathroom requires the 
smallest we have—a 9g-inch pipe. 
We can approach the ideal condi- 
tion if we install two 10-inch pipes 
to the living room (two 10-inch be- 
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ing about equal to one 14-inch) in- 
stead of the large pipe, and at the 
same time give a better distribution 
ef heat in this large room. 

“Do not use smaller than 9-inch 
pipe for warm air runs. The only 
advantage gained in using 7-inch or 
8-inch is the difference in cost of 
material, but this is very small, and 
is not to be compared to the advan- 
tages gained through use of the 
larger size. Do not use a pipe at 
the limit of its air-passing capacity, 
unless the room is favorably situ- 
ated. Take the next size.” 





Gives a Clear Explanation 
of Humidity. 

Speaking before a meeting of his 
organization, b. F. John, vice-pres- 
ident of the Roofing, Metal and 
Heating Engineers of Philadelphia, 
gave the following clear explanation 
of the meaning and effects of hu- 
midity : 

A very plain explanation of hu- 
midity is:—Humidity is the amount 
of moisture contained in air. 

The warm air in the home should 
contain between 40 and 50 per cent 
relative humidity when the temper- 
ature of the house is 68 degrees 
Fahrenheit, and a slow movement 
of air. 

Actual humidity means the num- 
ber of grains of water vapor in a 
cubic foot of space or air. 

Relative humidity means the ratio 
or comparison, expressed in hun- 
dredths, between the weight of 
moisture in the air, as compared 
with an equal volume of saturated 
air at the same temperature. 

Saturated air is when the air can 
not contain any more moisture, and 
has reached what is known as the 
dew-point. Any excessive satura- 
tion is deposited as dew. 

If there is one particular point 
about warm air heating that should 
condemn the heating contractor, 
who should know better, it is the 
installation of a warm air heating 
system without a method of humid- 
ifying the air in the house, for in 
many instances the system, although 
poor, will be greatly assisted by a 
proper sized vapor pan, placed in a 
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proper position, always full of 
water. 

There should be no excuse for 
allowing the vapor pan to burn dry, 
as at a very nominal cost it is pos- 
sible to purchase and install an au- 


tomatic humidifier valve. 


The introduction of 40 to 50 per 
cent relative humidity in the home 
is dependent upon many interesting 
problems. For instance: When the 
temperature of the outside air is 
32 degrees and the inside 68 de- 
grees, with a slow air movement, 
the relative humidity should be at 
the point mentioned. 

But if the leakage is great about 
windows and doors the humidity is 
increased by the velocity of the in- 
creasing colder air travel into the 
room through these crevices, and 
then again it is interesting to note 
the warmer the air passing through 
the furnace and naturally then at a 
higher velocity, it picks up addi- 
tional moisture ana, in a manner, 
regulates the humidity if other con- 
ditions are nearly correct. 

It is very easy to prove that mois- 
ture is added to the interior air if 
it is in circulation, by quickly check- 
ing the fire and allowing the room 
to cool quickly, then the over- 
charged cold air from outside de- 
posits the moisture as mist on the 
glass and thin walls. 

On the other hand, a warm air 
plant without a vapor pan, or a 
steam or hot water plant, because of 
the lack of proper humidity is really 
considered cold by the occupant, 
with a temperature of 70 degrees. 

As a sales talk there is much to 
be gained by having a few facts 
concerning humidity in the home. 

Nature supplies as a general rule 
sufficient humidity in the outdoor 
air, but congested building and the 
material in the building and steel 
retain the heat and absorb a vast 
quantity of the moisture in the air 
in hot weather. 

You have noticed the relief when 
the street and pavements have been 
flushed at such a time. 

Nature intends that we should 
have about 52 per cent relative hu- 
midity outdoors, and we suffer if 
we do not keep the same humidity, 
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as nearly as possible, while living 
indoors, where we spend 75 per cent 
ef our lives. 

“Box”. says, “When the air con- 
tains : 

85 per cent water vapor we con- 
sider it Damp. 

65 per cent water vapor we con- 
sider it Moderately Dry. 

50 per cent water vapor we con- 
sider it Dry. 

30 per cent water vapor we con- 
sider it Very Dry. 

25 per cent water vapor we con- 
sider it Extremely Dry. 

Dr. Snow says, “The capacity of 
wir to absorb moisture increases 
rapidly with the rise in temperature. 
For example, air at 72 degrees can 
absorb four times as much moisture 
as air at 32 degrees. Weé commonly 
speak of air absorbing moisture. 
We really mean space.” 

A few outstanding facts like these 
presented to prospective customers 
starts them thinking about the orte 
thing nearly every one values more 
than anything else—health. 





Laughter Brings More Business 
and Good Health. 


Instinctively, people respond to 
the influence of a cheerful disposi- 
tion. 

They like to trade with a jolly 
merchant. 

When you are jovial your health 
is good, and you do better business. 

Laughter is the greatest of all 
physical Nature must 
have thought a great deal of man 
and appreciated him highly when 
she made him the only animal that 
can laugh. 

A good, real, unrestrained, hearty 
laugh is a sort of glorified internal 
massage, performed rapidly and au- 
tomatically. 

It manipulates and 
corners and unexplored crannies of 
the system that are unresponsive to 
most other exercise methods. 

There is not the remotest corner 
or little inlet of the minute blood 
vessels that does not feel some 
wavelet from the convulsion caused 
hy good, hearty laughter. 

The life principle, or the central 
man, is shaken to its innermost 


exercise. 


revitalizes 
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depths, sending new tides of life 
and strength to the surface, thus 
tending materially to insure and to 
increase good health. 

“Laughter,” says Dr. Hudeland, 
“is an external expression of joy: 
It is the most salutary of all bodily 
movements, for it agitates both the 
body and the soul at the same time, 
promotes digestion, circulation and 
perspiration and enlivens the vital 
power in every organ.” 

The wonders that laughter can do 
in the matter of digestion, if real- 
ized, would wipe indigestion off the 
map. 

Our ancestors of centuries ago 
were, if we are to believe history, 
often unrefined and sometimes 
coarse and vulgar in their dinner 
stories and their uproarious laugh- 
‘er, but they were wise in their day 
and generation when they had jest- 
ers and buffoons at the table to 
inake them laugh. 

Laugh every day. If you can’t 
do it naturally, do it as a matter of 
duty or conscience. 

Laugh without cause and the 
cause will come. 

If you can’t laugh, smile. 

Do what you can to get into the 
running. 

A smile is a young laugh, a bud 
of a laugh, a laugh in the kinder- 
garten stage of development. 

Learn to smile so that you may 
learn to laugh. 

Let us have more robust, full- 
blooded, whole-souled, clean laugh- 
ter of the kind that a man can share 
with his family as he would a pie 
cr any other good eating, laughter 
that leaves no black smudge in 
memory, no bad taste in the mouth, 
and that lapses into a long trail of 
reminiscent chuckles like the faint 
aying away of an echo. 





Advertising has perhaps done 
more than any other thing toward 
insuring the continuous employment 
of labor and toward establishing the 
greatest possible economy in the 
practice of buying and use of raw 
materials by creating a continuous, 
twelve month, year in and year out 
demand on the part of the consumer . 
for advertised products. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PERCENTAGE VALVES. 

By O. W. Kothe, Principal, St. 
Technical Institute, St. 
Louis, Writen espe- 
cially for American Artisan and 
Hardware Record. 

Sheet metal workers who work 
around blow pipe, have much to do 
with valves of different designs and 
usages. 


Louis 
Missouri. 


dered chemical dust, spice factories, 
etc. 

Careful inspection must be made 
of the side elevation and end eleva- 
tion, and observe the leaf which 
is nothing more than a piece of 
metal bent over on itself, having 
2 semi-circular discs riveted on. 

These between the 
double collar a, so that all sub- 


discs pass 


the leaf strikes against it and will 
not go too far. 

The handle to which the leaf is 
attached, must be made especially 
strong in all valves, because mill 
workmen, having no idea of con- 
struction, often come and pull the 
ropes and close or open the valves 
with a bang. 

So these handles must be made 
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Some are especially suitable for 
long shavings, others for moderate 
work, and still others must be de- 
signed to handle especially fine dust, 
as the leakage is always pronounced 
in the common valves and this is 
quite a nuisance. 

The percentage valve in this case 
can be used for most any work, and 
is absolutely dust proof, whether 
for shavings or for flour or pow- 


Percentage Valves. 


stance will fall between the semi- 
circles and the leaf directs the sub- 
stance into the right branch. 

The patterns as required are 
mostly straight work as shown by 
pattern for sides, the heel and 
throat and others. 

Hand holes are provided as at h 
to enable cleaning out should a pipe 
become stopped up at any time. 

A stopper as at f is riveted on so 


very. strong and it is better to forge 
that part which joins to the leaf as 
in plan. To this a triangular prong 
is attached as at C in end elevation. 

These should be securely welded, 
so. there is no chance to jar or 
break. 


Pulleys can always be put on 
with which to shift the handle. 

Then on each side of the front 
and the back, heavy plates are riv- 
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eted to act as pivots for the leaf 
and the handle. 

This saves the valve from wear- 
ing and also makes it work freely. 

But care must be taken that the 
leaf is set in absolutely straight, 
otherwise it will bind and there will 
be no end of trouble. 

The layout is made in general as 
shown by these patterns and they 
are assembled to suit the working 
drawings of a side and end eleva- 


tion. 


Issues Catalog of Torches and 
Catalog of Repair Parts. 


A distinct convenience for the 
trade is to be found in the two cat- 
alogs issued June Ist by Clayton & 
Lambert Manufacturing Company, 
Detroit, Michigan. 


One is Catalog T of Firepots and 
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Torches for Gasolene and Kerosene, 
fully illustrated. 

The other is Catalog T of Repair 
Parts of Firepots and Torches for 
Gasolene and Kerosene, containing 
pictures of every repair part listed. 





Elmer L. Lenk Is Transferred 
to New Sales Territory. 


After .a period of successful 
salesmanship in the Iowa-Minneso- 
ta territory as representative of the 
Wheeling Corrugating Company, 
Wheeling, West Virginia, Elmer L. 
Lenk, has been transferred to a new 
sales field embracing part of North- 
eastern Illinois and Northwestern 
Indiana. 

His geniality, thorough knowl- 
trade requirements and 
pleasing personality are certain to 
win success for him in his new ter- 
ritory. 


edge of 


Tells How to Use Repair Strips of Tubular 
Fin Core and Prepare Them for Insertion. 


These Repair Strips Can Be Obtained by the Repairer All 
Ready for the Required Size and Fin-spacing of the Core. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcoRD by 
E. E. Zideck of New York City. 


TuirtTieri ARTICLE. 

HE repairing of the one-piece 

tubular-fin core used in Ford, 
Cadillac, Case, Dodge, Nash, Stude- 
baker, Oakland, Maxwell, Reo, and 
the great number of other radiators, 
has been confined to the soldering 
up of leaks in the headsheets and to 
the soldering of leaky tubes de- 
scribed in the two preceding arti- 
cles. 

The pulling of tubes, resorted to 
by many of the repairers, has con- 
sumed too much time and did not 
always result in a good job. 

If it is only one or two of the 
tubes leaking and the repairer is an 
expert in handling the torch flame, 
he can replace the tubes by cutting 
a hole into the lower tank through 
which to get hold of the leaky tube 
and pull it out. 

The torch flame is regulated and 
applied to the fins in which the 


leaky tube is holding. The flame is 
moved rapidly the entire length of 
the tube, so as to heat up the tube 
and melt the holding it 
within the fins and in the upper 
headsheet. 

At the 
handling the tube through the open- 
ing in the lower tank, pulling on it 
with a pair of pliers. 


solder 


same time someone is 


Once the tube is pulled out, a 
new tube can be inserted easily. It 
is only necessary to solder the new 
tube into the upper headsheet by 
torch, while the lower headsheet 
joint can be reached through the 
hole in the tank and soldered by 
coppers. 

Then the hole in the tank is 
patched over and the radiator put 
to test. 

The above process of pulling the 
split and leaky tubes is in vogue, 
because it is the only way of re- 
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placing the tubes, one by one, in the 
one-piece fin core. 

Despite the great variety of cel- 
lular cores now manufactured and 
offered for less money, manufac- 
turers of automobiles stick to the 
tubular core. 

In many cases a cellular core will 
not cool enough. Especially the 
truck and tractor radiators seem to 
require the more direct flow of 
water through the straight tubular 
construction. 
cellular 
structions, due to their small size 


The  well-cooling con- 
water passage and zig-zagging flow 
of water, are easily stopped by the 
dirty water used by the careless 
truck and tractor operators. 














A navel way of dealing with the 
one-piece fin cores is to cut out the 
leaky portion entirely and replace it 
by fin-core sections made especially 
for that purpose. 

Suppose the tubular fin core of 
a Cadillac, a Case, a Nash or a 
Studebaker radiator should become 
damaged by either frost or collision 
in not more than five adjoining tube 
rows. Or, for that matter, it might 
be only a small number of tubes. in 
a certain row or adjoining rows that 
are damaged or leaking. 

It would not pay to try to pull 
out the tubes. Especially not if the 
fins are damaged along with the 
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tubes, because the insertion of new 
tubes would not repair the fins. 

In these cases, the repairer can 
not very well recommend an entire 
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new core. The radiator might be 
new, only one or two rows of the 
tubes leaking, and he might not 
have a new tubular core at hand. 

It is not a good policy to insert 
a cellular core of unknown cooling 
capacity and water passage into a 
radiator which has a tubular core. 

There always is a reason for the 
tubular core being there; in the 
Cadillac, for instance, which has 
been tried with all kinds of the 
cellular core, and in which the cel- 
lular construction did not work as 
well. 

The novel way to follow in these 
cases is to have tubular-fin strips 
at hand, each strip containing the 
amount of tubes as there are in 
the depth of the core. 

These strips come in_ stock 
lengths of five and more feet and 
in depths of four and more tubes. 
The fin metal is folded back and 
forth (as shown in picture No. 1) 
and the tubes are inserted within 
the folded metal. 

The fin-spacing being not -alike 
in the various fin cores, the tubes 
in the repair strips are left unsol- 
dered, and the repairer can move 


the fin metal over the tubes to ar- 
rive at the required density of fins 
to a given space. 

A fine-bladed keyhole saw is used 
for cutting through the maze of 
fins of the fin core to be repaired. 

The cutting is done in the middle 
between the tubes, the saw reaching 
clear through the core. One or more 
rows of the tubes are cut out, just 
as many at one time as the repairer 
intends to replace. 

If the leaky or damaged portion 
of the core happens to be at the 
side of the core, or near to the side 
of the core, it is best to cut out the 
whole side even if one or two of the 
tube-rows at the side are intact. 

It simply means that the repairer 
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He uses the same saw for this 
purpose. And, with the tubes cut 
at both headsheets, the portion of 
the core to be replaced comes out 
entirely. 

The fins which have been cut 
through are straightened and made 
flat with a pair of suitable pliers. 

The face-ends of the fins are 
cleaned with muriatic acid to sol- 
der on. The tube-stubs are melted 
out of the headsheets and the edges 
are cleaned with acid; also the 
places upon the headsheets to which 
the new section of the core will be 
soldered. The latter are tinned 


white, preparatory to soldering. 
The repair strips are handled in 
the following manner: 


No. 3. 
THE REPAIRER SOLDERS THE oe 
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Before the corrugations are slit 


is replacing one-fifth, one-fourth, 
one-third, or even one-half, of the 
damaged core instead of replacing 
all of it. 

With the fins cut through, the 
repairer proceeds to cut through the 
tubes as near the headsheets as pos- 
sible. 


1—Count the number of fins con- 
tained in the core. 

2—Measure the height of the 
core. 

3—Move the fins upon the repair 
strip so as to get the number of 
fins contained in the core, upon the 
tube-length of the height of the 
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core. 

4—Make sure that the repair- 
strip (the tubes) will just fit into 
the space between the two tanks 
and solder the tubes into the fin 
metal which solders onto the head- 
sheets of the tanks. 

5—Prepare in this way just as 
many individual strips as needed 
for that particular job. 

Having the number of repair 
strips prepared in the above way, 
the repairer assembles them into 
one piece by soldering the laps of 
the headsheet fins. 

The fins of the new piece freely 
overlap the fins of the old core 
when inserted. — 

The assembled section might be 
inserted, soldered in at the head- 
sheets (the edges with coppers and 
the inside joints with either the 
torch flame or flat-wire coppers) 
and then tested for leaks before the 
fins are slit and put in shape or the 
section might be prepared complete 
before its insertion. 


Picture No. 2 shows how the fin 
metal is slit in each of the folds to 
present the straight front of the fins 
in the old core. 

The back face does not need to 
he finished in that way. 

The repairer, to make the job 
better looking, might use _ small 
brass or tin strips, folded over, to 
slide over the fins and make them 
as strong and straight as are the 
edged-over or wire-inlaid fins of 
the old core. 

Soldering the strips or the fins 
onto the fins of the old core, and 
using the same color paint or black- 
ening as the old core has, to finish 
up, the job will have the appearance 
which the car owners prefer to the 
bad looks resulting from patching 
cr the burned and crimped fins of 
the tube-pulling-repairs. 

The above described repair strips 
can be obtained by the repairer all 
prepared for the particular size and 
fin-spacing of the core. 

These prepared strips are of the 
exact length to fit between the 
tanks. 

The fins are soldered to the tubes 
and split in the front. They also 
have a portion of the metal pro- 
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truding and bent over so as to be 
of the same thickness of fins con- 
tained in the core into which 
they fit. 

All in all, it is now possible for 
the sheet metal or tin shop to keep 
in stock the strips needed for fin 
core repairs and construct of them, 
by simply following the line of 
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work in which sheet metal men and 
tinsmiths are versed, sections of the 
core—or a complete core for that 
matter—and thereby make radiator 
repairs satisfactory to the car owner 
and more remunerative to them- 
selves than was the troublesome 
patching of the past. 
(To be continued. ) 


Advertising Campaign on Copper and Brass 
Connects User with Dealer and Contractor. 
Sheet Metal Contractors Will Reap Benefits 


in Accordance 


N a leading article in the May 

11th issue of Printers’ Ink, the 
principal exponent of good adver- 
tising, Roy Dickinson, 
Editor of that 
about the work which the Copper 
and Brass Research Association and 


Associate 
publication, tells 


~e 
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metal contractor, but as they may 
not be so familiar with the other 
phases of the campaign we quote 
the following excerpts from Mr. 
Dickinson’s very interesting review 


as well as from some of the fol- 
is being 


low-up literature which 





Reproductions of Advertisements Emphasizing Economy of Copper as a Building 
Material. 


indicates the length to which the 
advertising campaign which has re- 
cently been started is going even 
now to secure the active coopera- 
ticn of all the various elements who 
are or may be interested in the 
greater use of brass and copper. 
Readers of AMERICAN ARTISAN 
AND HarpWARE Recorp are of 
course familiar with the advertis- 
ing which is designed to reach the 


hardware merchant and the sheet 


mailed out from the offices of the 
Copper and Brass Research Asso- 
ciation, 25 Broadway, New York 
City, and also show two samples of 
the advertisements which are di- 
rected to the home builder. 
Records are being kept in that 
office of all building permits, and 
whenever information comes that 
Mr. Smith is going to build himself 
a home, or that a store, or an office 
building is being planned, a letter 
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is sent to Mr. Smith, to the archi- 
tect, to the contractor or to who- 
ever may be in charge of the plans 
for the construction, something of 
the nature of the following: 

“In building—pennies saved to- 
day too often mean dollars wasted 
three, five, ten years from now. 

“Expensive repairs and renewals, 
early and often, are sure to follow 
if you use materials that quickly 
fall victim to rust and ruin in the 
vitals of your building—the plumb- 
ing, the roof, the heating plant, the 
building hardware and fixtures. 


“The value of Copper and Cop- 
per products in your building lies in 
the fact that in addition to present- 
ing a permanently pleasing appear- 
ance, these Everlasting metals resist 
rust as no other materials can pos- 
sibly do. 

“Copper and Copper products will 
serve you faithfully, economically, 
as long as your building stands, 
without painting, repairs, renewals. 
Saving and satisfaction always fol- 
low the use of 

“Brass pipe and pipe fittings in 
your plumbing system ; 

“Copper roofing (shingles, stand- 
ing seam, any style you prefer) ; 

Copper leaders, gutters, flashings, 
valleys, ridge roll; 

“Copper, Brass or Bronze build- 
ing hardware and fixtures. 

“Look ahead three, five, ten 
years, when repair bills will be 
mounting if you use substitutes for 
Copper, Brass and Bronze, and you 
will see for yourself the truth of 
our unqualified assertion that 

“Copper and Copper products are 
cheaper because you pay for them 
only once.” ' 

A postal card is attached to this 
Ictter addressed to the Building 
Service Department of the Copper 
and Brass Research Association. It 
says: “Send me without charge a 
copy of the book ‘How to Build a 
Better Home.’ I am planning to 
build a”—then a blank space is left 
for the type of structure, the ap- 
proximate cost, and the man is 
asked to insert the amount in the 
space provided. 

The prospect is then requested 
to ask the Copper and Brass Asso- 


ciation to tell him how he can effec- 
tively utilize either the brass pipe 
and pipe fittings in the plumbing, 
the copper in the roof, leaders, gut- 
ters, etc., or copper, brass and 
bronze in building hardware and 
fixtures. Provision is made on the 
card to have the recipient indicate 
what sort of building he is planning 
to construct and on what particular 
kind of copper and brass product 
he mostly interested in securing in- 
formation. 


As will be noted in the two ad- 
vertisements reproduced herewith, 
the matter of economy is strongly 
emphasized. It costs money to re- 
place asphalt roofs, composition 


‘roofs, wooden shingles—and they all 


require some sort of treatment every 
year or two. All of this is avoided 
by the use of copper. 

Incidentally, there is of course 
the matter of appearance. Anyone 
who saw the handsome copper shin- 
gle roof and the exhibit of the An- 
aconda Copper Mining Company at 
the Annual Convention of the Na- 
tional Association of Sheet Metal 
Contractors, recently held in Indian- 
apolis, was impressed with the fact 
that for appearance a copper roof 
has any composition or asphalt or 
wooden shingle beat a mile. 


The wise sheet metal contractor 
will readily see the value to him in 
this well planned advertising cam- 
paign. He will also realize that in 
order to reap the fullest possible 
benefit, he must cooperate with the 
movement in every way he can. 
Simply taking what comes along 
without effort will not bring much 
business to him. 





Michigan Sheet Metal Poster 
for 1922 Is Ready. 


The complete 1922 roster of 
active and auxiliary members of 
the Michigan Sheet Metal and 
Roofing Contractors’ Association is 
being sent out to the trade. 


Prominently displayed on the 
cover of the booklet containing the 
roster is the new _ trade-mark 
adopted by the Association. 

A brief message from Otto 
Schwartz, president of the Michi- 
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gan Sheet Metal and Roofing Con- 
tractors’ Association, occupies the 
first page, in which he emphasizes 
the value of loyalty, fairness, and 
cooperation. 

A few pages farther on in the 
beoklet is a tonic talk by Tom Pea- 
cock, president of the Michigan 
Auxiliary, in which he calls atten- 
tion to the close relation between 
showmanship and salesmanship. He 
concludes with the. advice: “Read 
your trade papers. They will sure- 
ly help you.” 





Makes and Sells Tubular 
Fin Core Sections. 


Of practical help to the man en- 
gaged in automobile radiators re- 
pairing are the tubular fin core sec- 
tions made and sold by the Zarco 
Manufacturing Company, 407-13 
East gist Street, New York City. 

Each of these sections contains 
one depth-row of tubes, each pre- 
pared to fit the particular radiator 
tor which made, such as: Fords, 
Studebakers, Dodges, Maxwells, 
Cadillacs, Nashs, Reos, Oaklands, 
and others. 


These “prepared” sections are of 
the exact length fitting in between 
the tanks. The fins are of the same 
density as the fins of the old core, 
and the section slides easily in be- 
tween the old fins. 


These ‘“‘prepared”’ sections are en- 
tirely solder-dipped. The front- 
face fins are slit to lap over the old 
fins. The repairer removes just as 
many depth-rows of tubes of the 
old core as are leaky or damaged, 
prepares the metal of the tanks for 
soldering, slides in the new sections, 
and solders them in at the tanks. 
He may join the fins by solder, mak- 
ing the job better looking and 
strong. 

Especially for large fin-cores and 
cores of truck and tractor radiators 
these “prepared” strips are the thing 
to use. The repairer can use them 
in replacing with them one-fifth, 
one-fourth, a third, or even one- 
half of the core. Many times one 
or two depth-rows of tubes, re- 
placed, will save the core from the 
junk pile. 
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Greenberg's Journeyman Friend Starts a Tinshop with 
a Scheme to Buy the Cheapest Material He Can Get. 


But He Changes His Mind When Greenberg Shows Him that He 
Can Not Build Up a Business with Cheap, Unknown Goods. 


Written Especially for AMERICAN ARTISAN AND HARDWARE ReEcorpD by J. C. Greenberg, Cleveland, Ohio. 


HAPPENED to run across a 
journeyman friend of mine last 
week who had just started in busi- 
ness, and he was glad to see me 
because, as he put it, he had an 
order for me, and he was anxious 
to show me his place of business. 
I followed him, and soon we were 
in his store which was of the reg- 
ulation kind, that is, he had a work 
bench, a sheet rack, a second hand 
desk, and a chair. 
He was proud of the outfit, and 
asked me what I thought of it. 
“Bob,” I said, “your outfit looks 
all right, but what do you know 
about business? What kinds of 
goods are you going to handle, and 
what kind of business houses are 
you going to connect with?” 
“Well,” Bob answered, “I have 
iaid out a plan that is bullet proof. 
I am going to be able to underbid 
every sheet metal shop in this burg. 
I will be able to install furnaces so 
cheaply that they will all sit up and 
take notice. Believe me, I will 
show them all a thing or two.” 
“Tell me all about it, Bob,” I re- 
quested. “If you have such a good 
system, I will pay you one thou- 
send dollars for the idea, and I will 
sell it for ten thousand. The way 
you talk, you sure have some new 
stunt that will set the world afire.” 
“Oh, I don’t mind telling you 
about it,”’ Bob answered full of con- 
fidence, “and I will not charge you 
a thousand dollars for it either. It 
is all so very simple that I am sur- 
prised that all those wise guys did 
not see it before I did. 
“Here is my scheme,” he con- 
tinued. “I am going to buy the 
cheapest furnaces I can get, and in 
this way I shall be able to sell at 
a cheaper price. I can buy paint 
so cheap that I can bid rings around 
competition amd get the money. I 
have a furnace cement that I can 


buy almost for nothing, and can 
do repair jobs at a profit. I can 
buy roof cement so low that I can 
sell it to the rest of the shops and 
make a good profit. I can——” 

“Hold on a bit, Bob,” I inter- 
rupted, “don’t talk so fast. What 
reliable firms will sell you cheaper 
than everybody else, and why 
should they do so? How come that 
you have such a dandy buying 
power? Where do you happen to 
get a line onall this? Are the goods 
you intend to handle real quality 
goods, or are you going to buy just 
junk ?” 

“Here is how I have this thing 
doped out,” Bob explained. “I 
have studied out that these so- 
called nationally advertised goods 
are all the bunk. Their advertising 
costs so much money that they must 
charge a big price for them. I will 
buy non-advertised goods and will 
explain to the customers how ad- 
vertising costs a lot of money, and 
why they are high priced. This is 
simple isn’t it?” 

“Bob,” I said sincerely, “you 
think it is simple, but I know it is 
insane. You can not build up a 
future business with cheap un- 
known goods. You do not realize 
that cheap goods are of cheap qual- 


ity, and will not give good service. . 


You are trying to start a losing 
game by selling inferior goods and 
expect to build up a good business. 
Cheaper goods mean a reduced mar- 
gin and lower your standing as a 
business man. You will build a 
reputation as a cheap man, who 
gives cheap goods for a cheap price, 
and, therefore, the public will rea- 
son that they can not buy good 
service for a cheap price. The re- 
sult will be a lot of come-backs 
which you must fix without charge, 
and you will be paying out good 
money for labor which will not be 


a source of income, but will be a 
loss of reputation.” 

“IT can’t see your argument at 
al!,” said Bob. “Cheap goods are 
being sold, and that is why manu- 
facturers make them.” 

“Yes,” I admitted, “Cheap goods 
are being sold, and being made, but 
reputation is not bought and sold. 
Reputation is earned by honest and 
wholesome service. Any manufac- 
turer who has not the courage to 
put his name on the goeds he makes 

as no faith in his product, and if 
he has no faith in them, how can 
vou or the public? You can only 
fake a customer once. After that, 
he goes to someone who handles 
good goods. Suppose you do in- 
stall some fly-by-night furnace, and 
it does not give satisfaction, your 
reputation is killed in that house, 
and they will never patronize you 
again. How will your business 
grow?” 

Bob did not answer this question. 
There was no answer. I continued: 

“Cheap goods really mean low 
grade goods, and nothing kills a 
man’s opportunity so quickly as low 
grade goods. Low grade goods al- 
ways go with low grade character, 
and it is a weakness. The low grade 
business man has more bone in his 
head than he has in his spine. In- 
stead of having that cheap idea, 
why don’t you follow the examples 
of the successful business man and 
get on the right track yourself. You 
are starting out to be a faker not 
a business man, and when you see 
the fallacy of your ideas, you will 
not be able to come back because 
the public has already been stung 
by you. Believe me, Bob, you have 
a rotten idea.” 

“But,” Bob said slowly, “the real 
large concerns will not give me any 
credit, so I really can not handle 
good goods if I want to do so.” 
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“You do not need credit,” I an- 
swered. “Go to a banker in this 
town who knows you, bring all the 
good references you can get, and 
ask his advice about business. Be 
truthful, and state your case hon- 
estly, and he will help you if he 
can.” 

“Well,” Bob said with a spirit of 
finality, “at any rate, you take my 
order for material, and I will in the 
meantime act on your advice.” 

On this we agreed, but I did it 
against my best judgment. I could 
not see how Bob was going to pay, 
but I could not discourage him on 
his first order in business. 

After I had left Bob, I could not 
help thinking of the other poor 
would-be business men who are at 
this present time trying to do what 
Bob had laid out to do. I could not 
help thinking of how many low 
grade business men there are in our 
industry who are laboring under 
that awful fallacy that price means 
everything. 

You, Mr. Sheet Metal Man, who 
are reading this page, and who are 
trying to succeed, take heed of this 
lesson. Shun cheap, low grade 
goods as you would poison, because 
it really is a business poison which 
will get you in the end. Get on the 
right side of good service, and make 
the customer love the goods long 
after the price is paid. You owe 
it to the customer, and he is en- 
titled to it. 

A pickpocket takes your money, 
and does not give service. A burg- 
lar gives no service, but gets your 
money. A so-called business man 
who takes money without giving 
service is getting money as a com- 
mercial pickpocket or commercial 
burglar. Get right on this, because 
it will get you in the end. There 
are many Bobs in business. They 
are low grade, and have no business 
value. 

Connect with high grade goods, 
give high grade service, and get a 
high grade profit. There must come 
a ‘time when you will have to live 
on the profit earned when going 
was good, and if you fake and 
cheapen your chances, you are 
gambling with poverty and self-re- 


spect and it is a losing game at the 
best. 

It really means cheap goods, 
cheap service, cheap profits, cheap 
life, cheap death and a cheap coffin. 
The end of the transgressor is bad. 

Self-respect— and _ respect of 
others—is all a business man can 
ever hope to get. Why not get it? 

t is coming to you, but you must 
earn it. 





Always Gets Results from His 
Ads in AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND 

HARDWARE REcorD: 

I am glad to enclose a check for 
a year’s renewal of my subscription. 

I find your paper well worth the 
price. 

Through your classified ads I 
have sold tools, sold business, and 
obtained a position. They never 
fail. 

Yours truly, 
O. C. Warp. 


—_——, Illinois, May 27, 1922. 





Make Your Place of Business 
a Headguarters. 

Make your place of business a 
headquarters for some of the activ- 
ities of the community. 

When the people of your neigh- 
Lorhood get into the habit of drop- 
ping in to see you, it means that you 
have won a place in their regard. 

Of course, you are sure to get 
more orders in the community when 
you have reached that favorable 
stage. 

Business, you know, is a matter 
ef friendship and human service. 

Practice friendship and service 
and the profits will surely follow. 








Notes and Queries 











“Superior Ball Bearing” Lawn Mower. 
From D. E. Treat & Company, Payne, 
Ohio. 


Where can we obtain repairs for 
Lawn Mower branded “Superior 
Ball Bearing ?” 

Ans.—Coldwell Lawn Mower 
Company, 3307 Cuyler- Avenue, 
Chicago, Illinois. 
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Copper Screw Caps. 
From Frank Jones, Galva, Illinois. 

Will you please advise me where 
I can obtain 4% or 5-inch copper 
screw caps? 

Ans.—Belson Manufacturing 
Company, 800 Sibley Street, Chi- 
cago, IIIniois. 

Nails. 


From George F. Meyer, 71 South Main 
treet, Fond du Lac, Wisconsin. 


Where can I| buy large quantities 
of nails in different sizes? 
Ans.—American Steel and Wire 
Company, 208 South LaSalle 
Street, Chicago, Ilinios. 
Screws. 


From George F. Meyer, 71 South Main 
Street, Fond du Lac, Wisconsin. 


Kindly advise me where I can 
buy various sizes of screws in large 
quantities. 

Ans.—Corbin Screw 
tion, New Britain, Connecticut, and 
National Tack and Screw Company, 
Cleveland, Ohio. 

“Acme” Lawn Mower. 
From Julius Rieth, Lansing, Iowa. 

Who makes the “Acme” lawn 

mower ? 


Corpora- 


Ans.—It was manufactured by 
the American Lawn Mower Com- 
pany, Muncie, Indiana, who have 
discontinued making this particular 
brand. 


Handles for Aluminum Tea and Coffee 
Pots. 


From M. W. Reynolds, 


Pennsylvania. 

Can you inform me where I can 
get repairs -for aluminum 
such as rivet handles for coffee and 
tea pots, and ears for other alumi- 
num ware? 

Ans.—Berger Brothers Company, 


Uniontown, 


ware, 


237. Arch Street, Philadelphia, 
Pennsylvania; Bogert and Hopper, 
Incorporated, 57 Barclay Street, 


New York City; and E. B. Estes 
and Sons, 364 Fifth Avenue, New 
York City. 

Kettle Ears. 
From Shiel Manufacturing Company, 

Hillsdale, Michigan. 

Kindly tell us who manufactures 
kettle ears for sheet metal shops, 
both in cast and stamped metal 
goods. 

Ans.—1. Berger Brothers Com- 
pany, 237 Arch Street, Philadelphia, 
Pennsylvania. 2. Block Manufac- 
turing Company, 1751 Fulton 
Street, Chicago, Illinois. 
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Descriptive Index and Guide to New Patents. 


Improved Devices Which May Save Labor in Your Shop 


{ 


or Add Another Source of Income to Your Retail Store. 


1,409,719. Tool holder. John 
Hunt, Newark, N. J. Filed Aug. 
6, 1921. 

1,409,752. Wringer. Edgar D. 
Misner, Detroit, Mich. Filed Sept. 
27, 1920. 


1,409,811. Wrench. Frederick 
L. Allen, Boise, Idaho. Filed Apr. 
19, 1921. 

1,409,835. Pliers. Albert E. 
Doble, Scranton, Pa. Filed Aug. 
7, 1920. 

1,409,863. Wrench. Henry O. 


Johnson, Virginia, Minn. Filed 
Apr. 4, 1921. 

1,409,911. Cylinder cover for 
washing machine. Carl F. Ander- 
son, Brookfield, and Lester W. 
Knapp, Berwyn, Ill., assignors to 
Conlon Electric Washer Company, 
Cicero, IIll., a Corporation of New 
York. Filed Aug. 18, 1919. 
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1,409,917. Safety razor. Wil- 
liam A. Barry, Oklahoma, Okla. 
Filed Nov. 15, 1921. 

1,409,921. Reamer. Clarence 
C. Buck, Cleveland, Ohio, assignor 
to The Standard Tool Company, 
Cleveland, Ohio, a Corporation of 
Ohio. Filed Feb. 8, 1919. 

1,409,971. Holding clip for 
pliers. Arthur L. Riedesel, Brule, 
Nebr. Filed Mar. 9, 1921. 

1,410,247. Lawn-edge trimmer. 
Clinton W. Griffin, Utica, N. Y. 
Filed Nov. 17, 1920. 

1,410,283. Plumb and level. 
William Bengel, Newport, Ark. 
Filed Jan. 26, 1921. 

1,410,407. Claw hammer. Peter 


J. Luttrell, Portland, Me. Filed 
Feb. 8, 1921. 
1,410,441. Rain-water cut-off. 


Clarence G. Wrigley, Lima, Ohio. 
Filed Nov. 12, 1920. 
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1,410,521. Screw driver. Wil- 
liam Stratton Thomson, Plants- 
ville, Conn., assignor to The H. D. 
Smith & Company, Plantsville, 
Conn., a Corporation. Filed May 
5, 1921. 


1,410,755. Handle-fastening de- 
vice. John Herick, Kansas City, 
Mo. Filed Mar. 23, 1920. 


1,410,792. Heating stove. Wil- 
liam P. Bechdolt, Portland, Ind. 
Filed Nov. 3, 1920. 


1,411,195. Shovel. Milford E. 
Shingler, Ashville, Pa. Filed Jan. 
29, 1921. 

1,411,240. Stove-lid lifter. 


Thomas W. Evans, Philadelphia, 
Pa. Filed May 17, 1920. 


1,411,242. Screw driver. Guy 
W. Faust, Auburn, Pa. Filed Dec. 
II, 1920. 

















Ma eo 
1,409,911 ~ a 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


COPPER CONTINUES TO 
RISE IN PRICE. 


By far the largest number of cur- 
rent sales of copper is now being 
made at 14 cents—an increase of 
\% cent since the past week. 


Copper drawers and rolling mills . 


are not disposed to speculate nor 
to anticipate requirements for sec- 
ond half shipment, although there 
are one or two inquiries in the mar- 
ket. 

Buying is still being confined to 
the covering of contracts for fin- 
ished products, the demand for 
which’ has fallen off somewhat in 
the last few days. 

Export buying, which has been 
very heavy this month, shows some 
indications of slackening but with 
exchange still strong and rising, the 
tendency is towards higher prices 
for copper, delivered in Europe. 

Germany continues to be the most 
important factor in export buying 
more than half of the tonnage 
shipped abroad the past week from 
the port of New York being to Ger- 
many. 

An advance report on the pro- 
duction of copper in the United 
States in 1921 has been issued by 
the Geological Survey. 

It shows a smelter output of 505,- 
586,098 pounds compared _ with 
1,209,061,040 pounds in 1920. 

The mine production figures for 
this year are not yet available. 

The refinery production was I,- 


020,000,000 pounds, a decrease of _ 


615,000,000 pounds from that of 
1920. 

Of this amount domestic refined 
amounted to 609,414,256 pounds 
compared with 1,182,423,240 
pounds in 1920; and foreign totaled 
410,612,840 compared with 452,- 
485,104 in 1920. 

Stocks on hand January Ist: Re- 
fined, 459,000,000 pounds, and 283,- 
000,000 pounds blister and material 
in process of refining. 


Tin. 

There is a stringency in supplies 
of tin available in the domestic mar- 
ket for prompt delivery and a pre- 
mium of % cent is asked for spot. 

However, shipments of tin ex- 
pected to land here during the next 
few months are so large as to cause 
a gradually descending scale of 
prices as the months progress, so 
that whereas spot Straits was sell- 
ing at 313% cents, August and Sep- 
tember is available at 314 cents. 

Sterling exchange was firm over 
the week-end, and the equivalents 
of the London prices advanced 
from 10 to 15 points. 

Straits in Singapore showed a 
net decline of 15 shillings over the 
week-end. Buying in the New 
York market was quite active the 
early part of the week and sufh- 
cient to absorb most of the foreign 
limits offered. 

Shipments of tin from the Straits 
the first 20 days of May totaled 
over 4,000 tons and it has been es- 
timated the total shipments for the 
month would reach the unusual to- 
tal of 7,000 tons. 

This being the case, it is thought 
the visible supplies May 31 would 
show an increase of some 2,500 tons 
over April 30. 

Despite this statistical outlook, 
the London market has been firm 
and domestic prices have been rela- 
tively steady. 


Lead. 


Stocks of lead have been sharply 
reduced. 

In the Chicago district American 
pig lead advanced 20 points, from 
$5.85 per hundred pounds to $6.05, 
and bar lead from $6.60 per hun- 
dred pounds to $6.80. 


Solder. 


Solder prices now in effect in the 
Chicago market are as follows: 

Warranted, 50-50, per 100 
pounds, $21.50; Commercial, 45-55 


per 100 pounds, $20.00; and Plumb- 
ers’, per 100 pounds, $18.75. 


Zinc. 

Zinc buying by consumers the 
past week was active, much of it 
being for early shipment, and in 
fact the whole month of May has 
seen good consuming demand. 

The expectation is that May: fig- 
ures will show the largest ship- 
ments so far this year, with a still 
further betterment of the statistical 
position. 

High-grade metal has shared in 
the activity, one sale in the last few 
days of 500 tons of grade A be- 
ing reported for prompt shipment 
to the middle west. 

Brass rolling mills have also been 
taking heavier orders, from widely 
distributed consuming lines. The 
mills have been compelled to buy 
more zinc than heretofore, due to 
the absorption of supplies of brass 
scrap. 

The June offerings of zinc have 
been limited, as production for this 
month has been well sold and pro- 
ducers have been selling from stock 
only at advancing prices. 


Sheets. 


Present indications in the Chica- 
go district warrant the prediction 
that no promises of shipment will 
be made on finished material and 
sheets within ninety days. 

The sheet delivery situation is 
such that no promises are being 
made within that length of time by 
the leading Chicago producer. 

Consumers continue to send in 
letters requesting shipment as soon 
as possible but mills are unable to 
meet the situation. 

Prices are higher and a promise 
of early delivery would certainly 
command a premium and it is be- 
lieved that few are being made. 

Another advance in steel sheet 
prices will very likely be made by 
the leading independent producer in 
the Chicago territory. 
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It was reported the first of the 
week that even the newly estab- 
lished higher levels will not meet 
increasing costs of production. 


The leading steel interest in Chi- 
cago is producing at the same rate 
—85 per cent of capacity—while 
the leading independent is working 
on a 70 per cent schedule. 


Tin Plate. 


Plant operations are steady in the 
tin plate industry, although there is 
reported to be a shortage of some 
skilled workers in tin plate mills. 


Bookings for July shipment are 
fairly heavy. Numerous require- 
ments comprise single car loads, al- 
though the larger customers are 
purchasing several hundred tons 
at a time. 


Some of these single car load 
shipments may be made in June if 
makers find it convenient to work 
them in with other rollings. 


In the main, however, not much 
tin plate is available for shipment 
during the remainder of the second 
quarter. 


Old Metals. 


Wholesale quotations in -the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $15.50 to $16.00; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.50 to $16.00; No. 
I wrought iron, $13.50 to $13.00; 
No. 1 cast, $15.50 to $16.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents; 
light brass, 4% cents; lead, 4 cents; 
zinc, 2% cents; and cast aluminum, 
II cents. 

Pig Iron. 

In the Chicago market pig iron 
prices continue strong at $23 base; 
and buyers accept this figure for 
current requirements. 

Rogers, Brown & Company, Cin- 
cinnati, Ohio, say: ‘While most 
foundries report a very satisfac- 
tory gain in operation, this is more 
reflected in the sanitary manufac- 
turing lines, all of whom, apparent- 
ly are running to full capacity and 
this is almost parallel to the malle- 
able shops. 
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“Most of the recent buying of pig 
iron has been for third quarter ship- 
ment, while some fourth quarter 
business has been booked. 

“Of course, there are some who 
find it necessary to buy for quick 
shipment, whose melt is heavier 
than was anticipated. 

“For some months consumption 
has been greater than production 
and until furnaces are able to se- 
cure coke, there is no possibility of 
an appreciable increase in the avail- 
able pig iron. 
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“Automobile builders are being 
pushed to the utmost to fill orders. 
This activity is reviving the machine 
tool industry and, in turn, cheer- 
ing to the foundries specializing on 
lathe castings, who have had little 
or nothing to do for almost two 
years. 

“While some consider the freight 
reduction not sufficiently large to 
have any material effect, for the 
most part it is conceded to be a 
step in the right direction and will 
prove an aid to business.” 


Prices of Finished Steel Continue on_ the 
Upward Trend, with Demand Still Active. 


Increased Production in Practically Every Branch of the 
Steel Industry in Response to Orders Indicates Prosperity. 


aie ian of new business in 
steel placed during May shows 
a slight reduction from the amount 
booked during the two preceding 
months, but inasmuch as the mills 
are well sold up, consumers well 
covered, output increasing and de- 
liveries expanding, every indication 
points to a most healthy state for 
the industry. 

Two exceptions to decreased buy- 
ing are the railroads and construc- 
tion, which continue to furnish a 
heavy volume of contracts, so much 
so in fact that mills are hard put to 
supply the demand for bars, plates 
and shapes in the order named. 

The announcement that a 10 per 
cent cut in freight rates would be 
made was welcomed in the steel in- 
dustry, inasmuch as it is taken as 
the first step toward some real re- 
ductions. 

From 5 to 7 tons of primary raw 
materials go into the manufacture 
of one ton of pig iron and steel, all 
of which must be hauled from va- 
rious points to the furnace. The 
lowering of the freight rates will 
cut the cost of finished steel slight- 
ly over a dollar a ton. 

However, with the possibility of 
higher wages for the steel mill 
worker to prevent him from mi- 
grating to more lucrative fields, and 
the excessive cost of coal, much of 


the benefit in reduced freights is 
lost. 

The great pressure of demand 
runs to bars, plates and shapes in 
the order named and this is reflect- 
ed in a_ tendency toward higher 
prices. 

In the Chicago district, plates 
and shapes advanced from 1.60 to 
1.70 cents a pound, no deliveries are 
being guaranteed and premiums for 
prompt shipment are prevalent. 

Steel skelp was raised from 1.60 
to 1.70 cents base Pittsburgh, while 
furging billets are a dollar higher 
at $38 base. 'In Philadelphia, open 
hearth billets are up $2 to $40.77 a 
ton. 

On wire products, sheets, etc., 
there has been no change, the inde- 
pendents still costing higher than 
the United States Steel Corporation 
and the leading interest has let it 
be known that when it opens its 
books for second half business 
there will be no radical advances in 
quotations. 

This is a decidedly steadying in- 
fluence at this time and all the more 
so in view of the fact that the lead- 
ing interest has kept the market 
down ever since the coal strike. 

The composite price of finished 
steel products today stands at 2.164 
cents a pound base Pittsburgh as 
compared with 2.158 cents last 


week, 








Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 
Chicago Foundry... 23 00 
Southern Fdy. No. 2, 24 16 to 25 16 
Lake Sup. Charcoal........ 29 00 
Malleable 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix Rs on Kean ween 11 25 
IxX Bs 6a 006e0008 12 60 
IxxxX OO eee 13 90 
IXXXX | eee 15 25 
Ic eee 20 00 
Ix DOMSE nc ncnsceee 22 50 
Ixx cass: 8 o eket es 25 20 
IXxXX SORES. cccccccese 27 80 
IxXXXX SOBRE. cc ccccccss 30 50 


COKE PLATES. 


Cokes, 180 lbs... 20x28 $11 80 
Cokes, 200 lbs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 lbs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
TASS. cc cccvccces per 100 Ibs. $3 38 


ONE PASS COLD ROLLED 
BLACK, 


Me. U8-B8..ccces per 100 lbs. $4 10 
No. 33-24....... per 100 lbs. 4 15 
Se BOs csecceven per 100 lbs. 4 20 
T Ge scccavess per 100 Ibs. 4 25 
CR BBicccccsoes per 100 lbs. 4 30 
He. BB. csccscoses per 100 lbs. 4 40 
GALVANIZED 
TRA. Bs ccccscses per 100 Ibs. $4 55 
BO. BOBO. cccccs per 100 lbs. 4 70 
No. 22-24.....-. per 100 Ibs. 4 85 
Bs BO acdceoceas per 100 Ibs. 5 00 
WO. BT ccccsccde per 100 Ibs. 5 15 
BO. BBicccoscces per 100 lbs 5 30 
WO. Baccccccece per 100 Ibs. 5 80 
BAR SOLDER. 
Warranted. 
rere ee per 100 Ibs. $21 50 
Commercial. 

GEES ccccsve per 100 lbs. 20 00 
Plumbers ..... per 100 lbs. 18 75 
ZINC. 

NS SEINE x: alae raed renecaeegeee 5 75 

SHEET ZINC. 

Gask lotta, stock....ccssccccs 84%c 

Less than cask lots........ 9 
COPPER. 

Copper Sheets, base.......... 20c 
LEAD. 

American Pig .......-cccces $6 05 

ASE SS Peer rT ee 6 80 

Sheet. 

Full coils .-per 100 Ibs. 8 00 


Cut coils ....per 100 Ibs. 8 25 


POP Gia cccasceeese des per lb. 35c 
Pe Cihicecndseasececus per lb. 37c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’ 
DT 6604000406 60000620 Net 
SOE 8 oat ecbneeedeeeens Net 
AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


PE Sctvesacceotewace 18% 
Winchester. 

Smokeless Repeater 

EE aide hi eck a awa wide 20 & 4% 
— Leader 

mea eae eS eeeee 20 & 4% 

Black " pewder err 20 & 4% 

> & 
— CD actndeducs 20 & 4% 

DE: ceradecckesenuwne 20 & 4% 
New CRUD occcvcecoaes 20 & 4% 


Gun Wads—per 1000. 
w inchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%™ 
- 11-28 gauge 10&7%% 


ASBESTOS. 
Paper up to 1/16....ces- 6c per lb. 
Rollboard 
Millboard 3/32 to %.... 
Corrugated Paper (250 
GG. TE. GH BOE). c cc $6.00 per roll 


AUGERS 
Boring Machine.......... 40&10% 
Carpenter’s Nut 


Hollow. 
Bonney’s........ per doz. $30 00 
Post Hole. 
Iwan’s Post Hole and Well 
30 and 5% 
Vaughan’s, 4 to 9 in., with- 


out handles per doz. $14 00 
AWLS. 
Brad. 
No. 3 Handled..per doz. $0 65 
No. 1050 Handled 1 40 
Patent asst’d, 1 to 4 ” 35 
Harness. 
COMNOM sc cccecs per doz. $1 05 
ES hn ccceecene id 1 00 
Peg. 
Shouldered ...... - 1 60 
Patented ...... ” 75 
Scratch. 
No. IS, Socket 
Handied ...... per doz. $2 50 
No. 344 Goodell- 
Pratt, list less...... 35-40% 
No. 7 Stanley....per doz, $2 25 
AXES, 
First Quality, Single 
Bitted (unhandled), 3 to 
© By BE Gite ntevecseces $11 00 
Geod Quality, Single 
Bitted, same weight, per 
Gk Sit on cannes ensneenes 10 00 


‘BALANCES, SPRING. 


Universal. 
Sight Spring......List less 25% 


aa List less 25% 
BARS, WRECKING. 
7, ae Oh BO. Bbc esscce 
6. Oe Ek Bk Dic kceeseoeccces 
V. & B. No. 324. ° 
ae OS a Be Bnanneseoeees 
Ae 2 SS err 
BEVEL, TEE. 
Oates Rosewood handle, new 
606040 CHSC OH OK COR CEES Nets 
2 fvem handle... ccces Nets 
BINDING CLOTH 
re ee re rer 55% 
See ere 40% 
ee DOE wesccecoeveeses 60% 
BITS. 
Auger. 
Jennings Pattern.......... Net 
ord OR 25% off 
Ford’s Ship........ e 25% oft 
DE . h#ogeehe0es60eeneden 35% 
Russell Jennings...... less 10% 
Clark’s Expansive........ 3% % 
BON wet ccceees 900209008608 10% 





Countersink. 
American Snailhead........ 1 75 
- My, <oweees ana 2 00 
si Dae <«<ageeswauees 1 40 
Dowel. 
Russel Jennings ...... plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
Nail Metal Single 


errs Gross $4 00—$5 00 
Reamer. 
Standard Square.. - Doz. $2. 50 
American Octagon. . 2 50 
Screw Driver. 
No. 1 Comomn....... Each 18c 
No. 26 Stanley........ Each 70c 


BLADES, SAW. 
ood. 
Atkins 30-in. 
Nos 


ennees 40 26 
$8 90 $9 45 $5 40 
poate 30-in. 


we:  eeewes 6 66 26 
$9 45 $10 05 $9 45 
BLOCKS. 

TE Ksevteeeebeeweternus 20% 

PUES. oteccewronscctecesssoes 20% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove. Per. Doz. 
26x26, wood lined..... "..$14 45 
28x28, - ”  aepee 16 95 
30x30, - wee 19 00 
ery paper lined ke ee at 8 15 
SO a weet 9 10 
30230, ” .  gieareiacals 10 80 

Wash, 

No. 760, Banner Globe 
GRED . seeccex per doz. $5 25 

No. 652, Banner Globe 
(single) per doz. 675 


No. 801,Brass King, per doz. 8 25 
No. 860, Single—Plain 


PURED ccccceccccccoese 6 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
SONNE 66 csv ecinees 60 & 5% 

Carriage sizes, larger and 
longer than %x6...50 & 10% 


Machine, %x4 and sizes small- 
er and shorter 60 & 10 & 5% 
Machine, sizes -reeee 4 


longer than %x4. & 5% 
DE tithe waathoaedeeean 80% 
Mortise, Door. 
— rrr rir cee 5% 
Gem, bronze plated........ 5% 
Barrel. 
SE dct eesenecesnsconsoens Net 
WEEE caeedtndseascenses - 
Wrought, eee ai 
Flush. 
WOON kWh deswedscccsons Net 
Spring. 
 cicnd cube veuwesaee ” 
Wrought, heavy .......... - 
Square. 
WOUER kc ecdessencoerses - 
BOXES. 
Mail. No 2 10 
Per doz.. *$18 00 $23 00 $29 00 
Cast Iron. 
POP GOR. coccccesccccecces $9 50 
Mitre. 
Tg SPerrrrre Net Prices 
Stearns, No. 2..per doz. $48 00 
BRACES, ey > pee 
Goodell- Pratt BO. BSc cccvce 4 60 
No. 410 ee 4 80 
6 ra WO. 41Z.cccces 5 00 
¥. @ DB. We O66 F Mic cccsvves 4 65 
V. & B. No. 333 8 in......... 4 30 
Vv. & B. No. 3223 & in.........- 4 00 
VV. & BB. We. TR 8 Bre cvcccces 3 50 
Vo we Be FH Rhicccesesc 3 05 
BURRS, RIVETING. 
Copper Burrs only.......... 50% 
Tinners’ Iron Burrs only....Net 
BUTTS. 
Steel, antique copper or dull 
brass —— lots— 
34x86. -- per dozen pairs $3 bi 
oe - e steel inside 
sets, case lots— 
$4000eeeen" per dozen sets 7 60 
Steel bit eves front door 
SOGR, GRE cccccorccececes 1 80 
Wrought = bit keyed 
front door sets, each.... 3 25 
Cylinder front door sets, 
CEG wecccncswnedesee cas 7 00 
CALIPERS. 
PS cciteenanese<+ne edad Net 
wee OER GURES cccccccces 


eee eee ee eee ee ee) 


CARRIERS, 
Hay. 

Diamond, Regular...each, nets 
Diamond, Sling...... ad vad 
CASTERS. 

Standard—Ball Bearing. 
Reeeeeeseseeresceess 50 & 10% 
BE. bh umaesidnkes 606060840000 40% 
Common Plate. 
Brass Wheel ....ccccccceee 15% 
“= x4 prerte wheels 
ee ee ee ee 50 () 
Philadelphia Plate, ‘new * 
ME. Sebecedenaceeenns ees 50% 
SST 6.06050 04609600498 40% 
CATCHERS, GRASS. 
Me. 2608. cccsscces per doz. $12 25 
ee rere 14 01 


CEMENT, FURNACE. 
American Seal, 5 lb. cans, net $0 45 


10 Ib. cans, “ 90 
pa yar 25 1b. cans, ‘** 1 87 
Asbestos, 5 Ib. cans..... " 45 
Pecora, 5 lb. cans..... be 45 
" 30 Th. GBRB. ccs 90 
25 Ib. cans..... = 2 
CHAINS. 
Breast Chains. 
With Slide....doz. pairs, $5 50 
Without Slide. a 5 06 
Doublestack - Ks 9 35 
With Covert Snaps ™ 6 33 
Picture Chains. 
Light brass, 3 ft., per doz. 1 4 
Heavy brass, 3 ft. 
Sash Chain. (Morton’ 4 
ae, per 100 ft. 
ARNE FUE eer eT eee $2 50 
2 ose ceeneceescoeccooecoese 3 10 
ewadseseecescogeceoucesoces 3 60 
Charipiva Metal. 
Sececesavevscocceseses 5 40 
or Seradecneeoeeeneeesoos 5 60 
De. . aceenneeeneeasennnease 7 75 


Pee Sep re 
-_ | eee Chains, 
eer rreT List Net Plus 15% 
“CHALK, CARPENTERS’. 
Oe ccawes ew eeuee ed per gro. $2 := 
lace eae aC NCA dbo = : $e 
Common White School 
Crayon ” 0 30 
CHIMNEY TOPS. 
EP ee per bag $1 80 
CHECK, DOOR. 


White 


Cold. 
Good quality, % »- each a 44 
rp ss 4 in., rp 


22 
Diamond Point. 


Vv. & B. No. 15, % = errr 0 23 
V. & B. No. 15, % imn....... 0 48 
Firmer Bevelied. 

Round. Nose. 

V. & B. No. 65, % im....... 0 33 
VV. & BR Me. CE, Be Bec ccccs 0 44 
Socket Firmer 

Cape. 
V. & B. No. 50, % in..,.... 0 29 
VV. & HBA. Ge TH Be ccces 0 64 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
pe, .-List less 35-40% 
Yankee, for Yankee Screw 


DFIVETS ccccccsccccccscocs $6 00 
CHURNS. 
Anti-Bent , Wood, 
i. wwade ee aan 10 
OE eee 9 00 $4 "60 4 85 
Belle, Barrell........+. & 71%% 
Common Dash, 
> . -eeeees 7 
Per- G0S....- +1917 00 19 00 
CLAMPS. 
Adjustable. 
BEOSEIE OD cccccccccceccecces 30% 
No. 63, Screw...... aeeoeuaes 20% 
Cabinet. 
SOTOW coccccecccccsesceces 20% 
Carpenters’. 


Steel Bar..List price plus 20% 
Carriage kers’. 
2% - -inch. cosccceeee doz $ : +4 


H « 666660060 08 38 Hh 
 «-™. sawseneus ” 42 00 
Hose. 
wheemnate brass, %-inch 
Der GO 0664046600006 48 
Demta, ‘brass, %- -inch, per 
do: Cocccccocccsece 1 20 
Saw Filers 
Wentworth’s, No. 1, ne ti No. 
2, $18.25; No. 3, $16.2 
CLAWS, TACK. 


Wood hdl. No. 10..per doz. . s 


Forged steel, wood hdl. 
WON GOOGE ccc ccccces ns ; 25 
eer - 50 
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Rasps. 


Heller Bros., Newark, N. J. 


Register Shields. 


l-Neal Furnace Co. 
= Indianapolis, Ind. 


Registers—Warm Air. 
Carr Supply Co., Chicago, Ill. 


Dunning Heating Supply Co., 
Milwaukee, Wis. 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Co 
Cleveland, Ohio 


Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Ill. 


Rock Island Register Co., 
Rock Island, Il. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., . 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Walworth Run Fdy. Co., 
Cieveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Regulators—Damper. 


Parker Supply Co., 
New York, N. Y. 


Repair Parts—Auto Radiator. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 


G. & O. Mfg. Co., 
New Haven, Conn. 


Repairs—Stove & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Ridging. 


American Rolling Mill Co., 
Middletown, Ohio 


Rivets—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., | 
Chicago, Ill. 


Rod Clips—Damper. 


Parker Supply Co., 
New York, N. Y. 


Rods—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 


Reofing—Iron and Steel. 


American Rolling Mill Co., 
Middletown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Ee Wis. 


Osborn Co., The J. M. & L. 
Cleveland, Gio 


Chicago, IIl.. 
Chicago, Ill. 


Inland Steel Co. 
Sykes Co., The 


Roofing—Zinc. 


Illinois Zine Co., 
New York, N. Y 


New Jersey Zinc Co., The, 
New York, N. Y. 


Rubbish Burners. 


Hart & Contes Co., 
New Britain, Conn. 


Sal-Ammoniac. 


Special Chemicals Co., 
Highland, Park, Ill. 


Schools—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 
St. Louis Technical Institute, 
St. Louis, Mo. 


Zideck School of Sheet Metal 
Trades New York, N. Y. 


Schools—Automobile Radiator 
Repairing. 

Zideck School of Sheet Metal 

Trades, New York, N. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Screws—Sheet Metal. 


Parker Supply Co., 
New York, N. Y. 


Screw Drivers. 
North Bros, Mfg. Co.. 


Shears—Hand and Power. 
Philadelphia, Pa. 


Ewert & Kutscheid Mfg. Co., 
Chicago, Ill. 


Marshalltown Mfg. Co., 
Marshalltown, Iowa 


Viking Shear Co., Erie, Pa. 
Sheets—Asbestos 
Manny Heating Supply Co., 
Chicago, Ill. 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 


Middletown, Ohio 
Inland Steel Co., Chicago, Ill. 


Osborn, The J. M. & L. A., 
Cleveland, "Ohio 


Sykes Co., The, Chicago, Ill. 


Sheets—Iron. 


American Rolling Mill Co., 
Middletown, Ohio 


Sheets—Nickel Surface. 
Apollo, LaSalle, Il. 


Shields—Heat Radiator. 


Thomas & Armstrong Co., The 
London, Ohio 


Shingles—Zinc. 


Illinois Zine Co., 
New York, N. Y. 


Sifters—Ash. 


Diener Mfg. Co., G. W., 
Chicago, IIL. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, Mich. 
Sykes Co., The, Chicago, Il. 


Smoke Pipe—Cast Iron, 


Manny Heating Supply Co 
Chicago, Til. 


Waterloo Register Co., 
Waterloo, Iowa 


Solder—Aluminum. 
Roesch, Geo. E. Aurora, IIl. 


Soldering Fluxes. 


Special Chemicals Co. 
Highland Park, IIl. 


Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co. 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W., 
Chicago, Il. 
Double Blast see. Co. 
orth Chicago, Til. 
Hones, Inc., clan A., 

Baldwin, Long Island, N. Y. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Turner Brass Works, 
Sycamore, IIl. 


Soldering Paste. 


Special Chemicals Co. 
Highland Park, Ill. 


Specialties—Hardware. 


Bullard & Gormley, Chicago, IIl. 
Diener Mfg. Co., G. W 


Chicago, Ill. 
Hardware Specialty Co. 
Fort Wayne, Ind. 


Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y. 
Lovell Mfg. Co., Erie, Pa. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Parker Supply Co. 
ew York, N. Y. 


Special PT... Co., 
Highland Park, IIl. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Sporting Goods. 
Bullard & Gormley, Chicago, IIl. 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, Ill. 


Stars—Hard Iron Cleaning. 


Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 
Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co 
St. Louis, Mo. 


Stoves—Camp. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Kerosene. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, IIl. 
Dangler Stove Co., Cleveland, O. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, IIl. 
Clinton Furnace Stove Co., 
Clinton, Ind. 
Copper Clad Malleable Range Co., 

St. Louis, Mo. 
Dangler Stove Co., Cleveland, O. 


Gohman Bros. & Kahler, 
New Albany, Ind. 


Hoosier Stove Co., Marion, Ind. 


Independent Stove Co., 
Owosso, Mich. 


Jungers Stove & Range Co., 
Grafton, Wis. 


The Matthews Banner Range Co., 
South Bend, Ind. 


Malleable Iron Range Co., 
Beaver Dam, Wis. 


Michigan Stove Co., The, 
Detroit, Mich. 


Orbon Stove Co., Belleville, Ind. 


Quick Meal Stove ay 
St. Louis, Mo. 


Thatcher Furnace Co., 
Chicago, Ill. 


Stove Pipe Reducer. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicago, III. 


Tiles and Shingles—Metal. 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Rectang Co. 
Philadelphia, Pa. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Illinois Zinc Co., New York, N. Y. 


Milwaukee Corrugating Co., 
oy gg oo 


Thomas & Armstrong Co., 
Latin "Shio 


Tinplate. 


Osborn Co., The J. M. 
Clevelana, ASnio 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Tools—Auto Repair. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 
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Tools—Carpenter. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Tools—Tinsmith’s. 


Bertsch & Co. 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 

Ewert & Kutscheid Mfg. Co., 
Chicago, Ill. 


Hopson c.. WW. <<. 
Grand Rapids, Mich. 


Maplewood Machinery Co., 
Chicago, IIL. 


Marshalltown Mfg. Co 
Marshalltown, > hor 


Osborn Co., The J. M. & L. 
aaa Ohio 


Vaughan & Bushnell Mfg. Co., 
Chicago, IIL. 


Viking Shear Co., Erie, Pa. 


Whitney Mfg. Co., W. A., 
Rockford, Ill 


Whitney Metal Tool Co., 
Rockford, Ill. 
Torches. 

Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N., J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W., 
Chicago, Ill, 


Double Blast Mfg. Co., 
ge Chicago, Ill. 


Hones, Inc., Cha 
Baldwin, sy Island, nN. F. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Turner Brass Works, 
Sycamore, III. 
Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 
Valves—Humidifier. 
Haynes, Kansas City, Mo. 


Varnishes, 
Cornish & Co., J. B.. Chicago, Ill. 
Federal Varnish Co., Chicago, Il. 


Ventilators, 
Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, IIl, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Standard Ventilator Co., 
cay ag og 


Thomas & Armstrong Co., 
Lotie ‘Ohio 
Ventilators—Ceiling. 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Co., 
Cleveland. Ohio 


Tuttle & Bailey Mfg. Co., 
New York 
Vises. 


North Bros. Mfg. Co.. 
Phiiadelphia, Pa. 
Water Heaters. 

Thatcher Furnace Co. 
Chicago, IIL 
Water Heaters—Oil Burning. 
Dangler Stove Co., Cleveland, O. 


Wire. 
American Steel & Wire Co 
Chicago, Ill. 
Wood Faces. 
Marsh Lumber Co., Dover, Ohio 
Wrenches. 


Coes Wrench Co., 
Worcester, Mass. 


Wringers—Clothes. 
Lovell Mfg. Co., Erie, Pa. 
Zinc. 


Illinois Zine Co., 
New York, N. Y. 


New Jersey Zinc Co., The, 
New York, N. Y. 
Zinco—Slab. 


Illinois Zinc Co., 
New York, N. Y. 


— 
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WANTS AND SALES 


BUSINESS CHANCES 


June 3, 1922 


RECORD 


SITUATION WANTED 











For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this hexd advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part~ 
ners, or tu exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situs 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 





Wanted—To hear from owner of good 
hardware store for sale. State cash price, 
description. D. F. Bush, Minneapolis, 
Minnesota. 22-1t 


Situation Wanted—By young tinner 
with ten years’ experience, city and 
country. Address J. H. Dennick, 345 W 
Second St., Spencer, Iowa. 22-3r 





For Sale—Overstock below market. 1000 
Ibs. High Grade Babbitt containing 8% tin 
9%c; 1000 Ibs. Lead Wool, 7%c; Ton Pure 
White Lead, 10c; Mixed Bolts, Nuts and 
Rivets, %c pound; 10 Gal. Milk Cans, 
$2.75; 350 Ib. Cream Separator, $19.75; 
Ton 28x14x120 Galv. Iron, 5c;-Red Iron 
Paint, $1; Brazing Spelter, 19c. Will 
ship any quantity, any item. Vander- 
voort Hardware Co., Lansing, Aes. 

-st 


HELP WANTED 














Wanted—Tinner; first-class jobber; big 
work; union shop. Apply North Shore 
Hardware Company, Evanston, Illinois. 


22-3t 





Wanted—Tinner with four years of ex- 
perience for in and outside work. Cor- 
respond with H. M. Findling, Valpa- 
raiso, Indiana, 20-3t 








BUSINESS CHANCES 





Wanted—Tinner and furnace man who 
also could assist in hardware _ store. 
Steady position, good wages. Address 
Drawer O, Deer Lodge, Montana. 21-3t 








Lightning Rods—Sell our famous Cop- 
per Cable and Section Rods—endorsed and 
labeled by Underwriter’s Laboratories. 
Special Patented One Piece Air Terminals 
—and many other exclusive features with 
Rock Bottom Prices. Don’t do all the 
hard work and let your competitor put on 
the rods. Write today for agency. L. 
DIPDIE CO., Marshfield, Wis. 





For Sale—Two Sharples Mato Milkers 
and two Sharples Pipe line milkers. Price 
$150 each. New and in original crates. 
Address O. E. E., 525 Wahl St., Mankato, 
Minnesota. 22-3t 





For Sale—Sheet metal shop doing ex- 
cellent business on North West Side Chi- 
cago. Best of reasons for selling. Address 
B-25, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Ili- 
nois. 21-3t 





For Sale—Plumbing, heating and sheet 
metal business in town of about 1,800. 
Located in Central Illinois. Only two 
shops in town. Will invoice between §$2,- 
300 and $2.600. Address B-26, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 21-3t 





For Sale—Medium sized stock of hard- 
ware, furniture and undertaking in 
Northeastern Nebraska town; clean, no 
dead stock. Can sell either line sepa- 
rately. Have other interests. For fur- 
ther particulars address B-30, care of 
AMERICAN ARTISAN. 620 South Michi- 
gan Avenue, Chicago, Illinois. 22-3t 





For Sale—Strictiy up to date sheet 
metal roofing and radiator shop. Only 
shop of any importance in town of 8,000. 
Best town in Northeastern Colorado. 
Will sell all or half interest. This is not 
a cheap proposition but one _ worth 


while. Address B-28, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-3t 





Business Chances—Opportunity for an 
experienced sheet metal worker to take 
active part and invest from $500 to $1.000 
in a well established general job shop 
that also manufactures several spe- 
cialties. A live manufacturing city 
in Northern. Ohio. Write B-24, care 
of AMERICAN ARTISAN. 629 South 
Michigan Avenue, Chicago, Illinois. 21-3t 





For Sale—A good Vacuum’ washing 
machine patent on one of the best known 
and best makes of Vacuum washing ma- 
chines on the market. Owner has more 
than he can do and Death having taken 
from the family circles owner wishes to 
sell patent at a reasonable price. Any 
good competent tinsmith or manufacturer 
can make a very fine business from this 
patent as owner has done well with it. 
For full particulars address B-23. care of 
AMERICAN ARTISAN. 620 South Mich- 
igan Avenue, Chicago, Illinois. 21-3t 


Wanted—Two good sheet metal work- 
ers for inside and outside work. Perma- 
nent positions for right men. Cedar Rap- 
ids Cornice Works, Cedar Rapids, Iowa. 


21-3t 





Wanted—Fifty competent sheet metal 
men by Sheet Metal Contractors’ Associa- 
tion, 316 Chamber of Commerce Bldgz., 
Chicago, Ii. Permanent work under 
Landis award to good men. 22-3t 





Wanted—Tinner. One who understands 
furnace work and some plumbing. Must 
be capable of doing good neat work. In 
answering state wages and give refer- 
ences. M. G. Thieman, Concordia, Mis- 
souri. 20-3t 





Wanted—Energetic efficient man to 
take complete charge of hardware busi- 
ness, give qualifications, reference, age 
and nationality. Address B-20 care of 
AMERICAN ARTISAN, 620 South Michi- 
gar Avenue, Chicago, Illinois. 20-3t 





Wanted—Six competent sheet metal 
men having knowledge of all branches of 
the trade and capable of handling men 
under Landis award. Apply Sheet Metal 
Contractors’ Association, 316 Chamber of 
Commerce Bldg., Chicago, Illinois. 22-3t 





Wanted—At once. Plumber or com- 
bination man. Must be a neat worker. 
Steady job year around. Central part of 
Illinois. State wages. Address B-22, care 
of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 21-3t 





Wanted—First class radiator repair 
man who is also first class bench tinner 
and a good band musician playing either 
clarionet or cornet. This is a percent- 
age proposition and a money maker. 
Address C. McEntarfer, Eureka, Kan- 
sas. 20-3t 





Wanted—First class draftsman and 
pattern cutter. Must be competent and 
reliable to take full charge of shop. 
Steady job for right man. No begin- 
ners need apply. Must be experienced 
in all lines of work. Address B-19 care 
of AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 20-3t 








SITUATION WANTED 








Situation Wanted—By competent sheet 
metal worker, can do some plumbing. 
Good all around man. 3557 11th Street, 
Rock Island, Illinois. 20-4t 





Situation Wanted—By a first class 
sheet metal worker. A-1 in all branches 
and strictly up to date. Will not con- 
sider anything but a first class place. 
Will consider road superintendent in blow 
pipe. Can convince you in first letter. Ad- 
dress B-29, care of AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago. 
Illinois. 22-3t 


Situation Wanted—By a _ good aj) 
around practical tinner. State wages in 
first letter. Address B-18 care of 
AMERICAN ARTISAN, 620 8S. Michigan 
Avenue, Chicago, Illinois. 20-3t 





Situation Wanted—By tinner and fur- 
nace man, can also work in store if 
needed. Have had 22 years experience. 
Address’ B-21 care of AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 20-3t 





Situation Wanted—By middle-aged sin- 
gle man in hardware or implement busi- 
ness. Good, straight and reliable man 
willing to work in tin shop or do any- 
thing there is to be done around store. 
Prefer Sioux City territory, South Da- 
kota, Nebraska or Minnesota. Address 
A-96, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 

16-65t 


TINNERS’ TOOLS 














Wantec—To buy. Throatless shear in 
good condition. Address C. McEntarfer, 
Eureka, Kansas. 20-3t 





For Sale—Set tinners tools and ma- 
chines. Wiil sell all or separate. H. F. 
Schoppe and Sons, Jefferson, lowa. 20-4t 





Wanted—To buy an § foot squaring 
shears in A-1 condition. Mehl Brothers. 
807 Union Street, Coffeyville, Kansas. 21-3t 





For Sale or Trade—Tinners’ tools, 16 
acres of good land near Mancelonia. 
Michigan. Will not refuse a fair offer. 
W. L. Mallory, 219 Falls St., Cuyahoga 
Falls, Ohio. 22-3t 








BOOKS 








TINSMITHS—Make yourself more effi- 
cient and increase your earning capacity 
by purchasing a copy of KITTREDGE’S 
NEW METAL WORKER PATTERN 
BOOK; used by masters, foremen and 
cutters. It contains solutions of the in- 
dividual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
of work. It is an ideal text book for 
either home study or the class room, for 
it takes up every detail from the selec- 
tion of the tools, throughout linear and 
geometrical drawing, to development of 
difficult problems by triangulation. No 
previous knowledge of qawlng or mathe- 
matics is necessary. 438 pages; 744 illus- 
trations. 10x13 inches. Cloth; price $6.00 
postage prepaid. Order your copv today, 
or write and ask for a copy of our new 
book catalog, which tells how to save 
money on your book purchases. AMER- 
ICAN ARTISAN AND HARDWARE 
RECORD, 620 South Michigan Boulevard, 
Chicago, Illinois. 





Wanted—Warm Air Heater Installers 
who are anxious to know more about 
their trade. Ambition is the only re- 
quirement outside of knowledge need- 
ed to increase your profits. If you will 
read Snow’s Furnace Heating you will 
gain much knowledge which will be 
beneficial to you. This book deals with 
the different types of furnaces, their 
construction, proper location and set- 
ting together with furnace fittings. It 
is the standard authority. Contents— 
Furnaces; House Heating, Combination 
Systems; Air, Heating and Ventilation 
of School Buildings; Heating of Public 
Buildings, Churches and Stores; Fan 
Furnace Combination System; Temper- 
ature Control; Estimate and on- 
tracts; Fuels; Miscellaneous Tables and 
Data, Furnace Fittings: Miscellaneous 
Notes. from Various Sources. on Fur- 
nace Heating. 2S4 pages. Price, $2.00. 
With AMERICAN ARTISAN, one year 
(52 issues), $3.60. Order your copy to- 
day from AMERICAN ARTISAN, 620 
ay Michigan Boulevard, Chicago, Tlli- 
nois. 

















